: 
: 


SO MANY FAST SELLERS . 


From the "President," Finest Reel Ever Made, to the "Economy" 
Deuce, Shakespeare has a reel to fit every pocketbook. What- 
ever the preferences of your customers, you can be sure that you 
can satisfy their needs performance-wise and price-wise, by getting 
them from Shakespeare, the world’s largest makers of quality 


No. 1970 
PRESIDENT 
$35.00 


No. 1964 
MARHOFF 


No. 1932 
TRU-AXIS 
$11.00 


= 


No. 1956 
TRUE BLUE 
$5.50 


No. 1973 
SPORTCAST 
$10.00 


No. 1958 
TRIUMPH 
$7.50 


SERVICE REELS—NOW 4 MODELS 


FOR SALT WATER CASTING + TROLLING - 
LAKE TROUT FISHING 


FRESH WATER MUSKY - 


C2 


Models 
No. 1945 


$11.50 


No. 1944 
$13.50 


No. 1942 
$11.00 


- - SO MANY PROVED PROFIT BOOSTERS! 


reels. Even the lowest priced Shakespeare reels are built to stand 
up under hard usage, are made of materials that will give years 
and years of service . . . in fresh or salt water. When the 
Shakespeare name is on them, you can be sure they’re rugged, 
serviceable, practical, regardless of price. 


No. 1972 
CLASSIC 
$10.00 


No. 1920 
WONDEREEL 
$10.00 


No. 1960 
CRITERION 





AUTOMATIC 
FLY REELS 


No. 1835 
‘yp? TRU-ART DELUXE 
Capacity 50 yds. 
$9.00 





No. 1837 
TRU-ART DELUXE 
Capacity 80 yds. 

Right or Left 
Hand Model 
$9.50 





No. 1821 
SILENT OK 
$6.25 


SHAKESPEARE COMPANY, Kalamazoo 2, Mich. 








MORE BRUSH BUSINESS 
WITH THESE 4 GREAT NAMES 


















NV2 Wooster Nylon 
Varnish Brush 


ao 
5 





The combination of Wooster’s 99 years of ‘know 
how” in making fine brushes, and DuPont’s won- 
der product — Nylon, means more brush business 
to the store that stocks, dis- 
plays, and sells Wooster Foss- 
Set Nylon paint brushes. 

In Wooster Nylon Brushes, the 
buyer has all the advantages of 
genuine tapered nylon filaments, 
plus the artful blending, process- 
ing, and construction that marks 
Wooster’s fine craftsmanship. 


What Wooster Nylons 
Mean to your Customers 


SMOOTHER PAINTING 
EASIER CLEANING 
LONGER BRUSH LIFE 


' TOUGH FILAMENTS 
THAT WON'T BREAK 
OFF 


A BRUSH IDEAL FOR 
WATER PAINTS 








WOOSTER BRUSHES 


Fass: -SEy THE WOOSTER BRUSH COMPANY - woosTER + OHIO yfOOSTE 
T BRUSH MANUFACTURERS SINCE 1851 Witton 


passed to 
ti I Any THING 





IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRU*H 
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DEADLOCKS THAT “Step Lively 


| ; across your counter 
















ae A “THE LOCK OF GIBRALTAR 
EAE, — inn thins tow wit? ira 


outside and knob inside. 112% is op- 
erated by key from both sides. 


“THE STREAMLINED DEADLOCK 
WITH THE BIG BOLT’ 


2 Deadlock. Large heavy bolt— 
1x %in., 1 in. throw. Key out- 
side, knob inside. 


i 
Cul. 


\ 
i\( 


There’s plenty of sales life in these YALE Dead- 
locks—a group of well-muscled “strong men” 
. that will do a good job guarding your customers’ 
\ J doors. ; 
AX ‘ES a 4 One look will convince your customers of their 
rugged strength—and the name ““YALE” will be 
the clincher. 
Have your jobber check over your deadlock 
stock. THE YALE & TOWNE MANUFACTUR- 
ING CO., Stamford, Conn., U. S. A. 


| ) 
NY 


‘IT HOOKS AND iT HOLDS’ 


_——===—==== 
——S== 


197 Deadlock. 2 hardened steel 
bolts lock doorand jam together. 
Operated by key outside and 
knob inside. 19744 operated by 
key from both sides. 


7 Na 





The name Yale helps mate the sali 
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Hardware Age, published every other Thursday by Chilton Co. (Inc.) Chestnut and &6th Sts., Philadelphia $9, Pa. Entered as second class matter Maroh 24, 1933, at the 
Post Office at Philadelphia under the Act of March 5, 1879 ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 164, No. 13. 












the PLYMOUTH P-3 
Packed 2 doz. 
per metal-edge box 





SEE YOUR JOBBER IMMEDIATEL 





For ACTION SALES — 1| 
Y! 





“Engineered Quality at POPULAR PRICES” means volume sales! 





@hacksaws @handsaws © keyhole saws © hack saw frames 
© panel saws mitre saws © coping saw frames © coping saws Sp! 
© pruning saws @ wood chisels © screw drivers © compass saws & nests 
© block planes © fore planes © jack planes © smooth planes l 
i 
, \ e* 
GREAT NECK SAW. MERS.., Inc. + Mineola, New York Lieb 4 
y 
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‘ Guaranteed by > 

Housekeeping 
* 






4 
S245 aovcarisin OS 


Build more sales with 


New Firestone | 


elo) plastic garden hose 


These three features will hit the bull’s eye with every 1950 garden hose 
customer! No ordinary type hose can compare with the sensational 
selling advantages of Firestone Velon plastic. That’s why it pays off in 

sales to stock up now and feature it early. 
Firestone Velon outwears ordinary garden hose. It resists cracking, 
Stock up ’ stiffening, fading, rotting or discoloring in any kind of weather. Weighs 
. at least % less! Handles easily because it flexes on finger touch. Stays 
clean—resists dirt, oil, grease. Provides maximum water control and leak- 

for your | free service. Solid brass couplings. 

; Added sales advantage: self-servicing, self-displaying fiber board discs. 
Suggested retail prices $5.50 and $9.35—25 and 50 ft. lengths. Free promo- 
Sprin a < tional aids. Ask your hardware supplier for Velon garden hose or write 
‘= Firestone Plastics Co., Pottstown, Pa. for full information and resources. 


® TRADE MARK 


pent 
ag Ee y 


: yj. eand Remember SCREENING | 
= | woven of Firestone Velen) a 


When ordering garden hose, include screening of Firestone Velon in forest green, bronze brown, aluminum grey. All standard widths. 






won't 
aust 
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@ See the advanced new 
values in the complete lines 
of Vollrath Ware .. . and 
you'll see the “‘buys”’ for big 
sales in 1950. 


"Vollatha. 


SHEBOYGAN, WISCONSIN 
NEW YORK « CHICAGO + LOS ANGELES 
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7 P AVS 70 Sell THE LEADER/ 


acceptance, more volume profit in selling the 
G. P. & F. MET-L-TOP, because it’s....... 
















@ The Original ALL-METAL Ironing Table. 

@ Leads the field in features that more women want. 
@ More value per dollar in construction quality. 
@ Nationally advertised for years. 


@ Now reaching 22,888,000 readers through Ladies’ 
Home Journal, Parent's Magazine, Better Homes 
and Gardens, Woman's Day, American Home, To- 
day's Woman, Household, Farm Journal, Country 
Gentleman. 











by selling the tailored-to-fit Sanforized 
MET-L-TOP pad and cover set with every 


table. Assures better ironing results. 





GPE MANUFACTURED BY GEUDER, PAESCHKE & FREY CO. 
(aiteascae 7 MILWAUKEE 1, WISCONSIN 


tt 





bon] 
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STONE MASON TOOLS 


with the “Midas Touch” 
spell BIG PROFITS for you 


f 


HARDWARE TOOLS BY 


WOODINGS 
_ VERONA 


4, ‘ 
>, 


4 < 
+4) 


No. 12 STONE SLEDGES oval face, sharp peen. 
wets. 6 to 20 Ibs. 


No. 14 HAMMER HAND DRILL, New 
England pattern, wets. 2, 3, 4 Ibs. 
No. 159 BUSH HAMMER 
wets. 4, 6, 8 Ibs. 
No. 10 SINGLE FACE SPALLING HAMMER 
wets. 3 to 16 lbs. 
No. 43 STONE AX 
wets. 4, 6, 8 Ibs. 


No. 43X STONE AX WITH TEETH 
wets. 4, 6, 8 Ibs. 





No. 159 


Tried and true stone mason tools with advanced styling that stimu- 
lates sales amazingly. Made in the well-known Woodings-Verona 





way. Designed for dependability and distinguished for time-defying 





No. 10 
duty. These quality tools are destined to play a major part in increas- 
ing over-counter sales. The Woodings-Verona trademark, stamped 
on every piece, is your extra selling advantage. 
All Hammers Specially Heat Treated and Tempered Ne. 43 
Since 1873 


Jobbers throughout the United States 
Customer Preference Everywhere! 


WOODINGS-VERONA works 





Send for Illustrated Hardware Tools Catalog 
on These Newly-Packaged Items: 


e ADZES e CHISELS e@ WRENCHES 
© HAMMERS (all types) @ PICKS (all types) 
@ MATTOCKS, Cutter and Pick e SLEDGES 


Other items not listed packaged to your requirements 


VERONA, PENNSYLVANIA (Pittsburgh District) 
CHICAGO, ILLINOIS 
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AMERICAN FLOOR SURFACING'S ANSWER to your selling 
problems...over 2% million mechanically-minded 
men, all readers of MI regularly, are being sold 
on the many uses and opportunities that American 
Floor Machines offer. Tie-in with this great 
idea where dealer and customer really profit. 





DURO'S SUPER-POWERED SELLING of the new Duro Super- 
Power Tool Kits...this advertisement in MECHANIX 
ILLUSTRATED is just one of the many ways that 

your best home craftsmen customers are being pre- 


sold on Duro. For sales that can't miss, let them 
try out this quality tool. 2 Usetul Tools 
For YOUR Home 


a 





ee 
ee 


BURGESS BRINGS CUSTOMERS into your store 

to buy...these powerful advertisements in 
MECHANIX ILLUSTRATED are steadily selling 
the many home craftsmen in your community 
who wouldn't miss an issue of MI. Step-up 
your store traffic with big Burgess displays. 










DUMORE DOES MORE to help you sell the new 
Dumore Hobby-Tool Kit with this ad in MECHANIX 
ILLUSTRATED that reaches more than 2!2 million 
hobby-minded men who are always looking for new 
tools to buy. Get the many MI readers in your 
vicinity coming your way...let them know you stock® 
this fine tool...display it in your windows. ® Rh Cermciet Peblicaian 
* 





MECHANIX 
ILLUSTRATED 


67 West 44th Street, New York 18, N.Y. 
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NOW LOOK WHAT'S COMING.. 






















When Glidden advertised Spred SATIN to America last fall, people flocked 
into dealers’ stores by the thousands, saw the demonstrations and bought 
more paint in less time than any new paint in history. It was a sensational 
advertising success and a sensational sales success for thousands of dealers. 














































Se 68 é look ac these 3¢r-mouth sales "€C0tAS { 





One of the world’s largest department stores reports a Spred SATIN stock 
turnover of more than 9 times. 


D. Glos Paint Company, Peoria, Ill., turned over their stocks 812 times. 
Knudten Bros., Milwaukee, Wis., had a 9-time turnover. 

Economy Paint Store, Chicago—15-time turnover. 

Vern Barber, Racine, Wis., turned over his stock more than 20 times. 


Regenberg Paint and Wallpaper Store, Madison, Wis., turned its stock 
21 times. 


Spred SATIN is the hottest paint product the country has ever seen! We 


are off to a flying start and we are gaining momentum every day. 


IN 1950, Glidden will support SATIN dealers with the hardest-hitting paint 
advertising program in history—starting in January with a powerful promo- 
tion to sell America on painting with Spred SATIN during the winter—help- 
ing SATIN dealers to maintain high volume against the usual seasonal trends. 


Glidden ADVERTISING 


will create a customer for every can of Spred 
SATIN that goes into a dealer’s store! 


Note to present Spred SATIN dealers: Glidden’s protected territory franchise policy 


assures dealers volume and profit from Spred 


Demonstrations of Spred SATIN are paying off 


moreand more. Checks of purchasers show that 40 SATIN beyond anything ever experienced in 





to 50 per cent of those who bought after seeing a paint retailing. Territories are still open in 


demonstration had no intention of buying paint certain areas. For full information, 


when they entered the dealer’s store. Keep dem- MAIL THIS COUPON TODAY 
onstrating Spred SATIN. It’s proving to be the 





biggest volume item in dealers’ stores this winter. 
THE GLIDDEN COMPANY, Dept. HA-129 
11001 Madison Avenue, Cleveland 2, Ohio 





Yes, I’d like your representative to call and give me ; 
demonstration of The Profit-Maker—Spred SATIN 
the new wonder paint. 





Name 





Address 





City Sa a 








FRICTION TAPE 


oa, peey 


FRICTION 
TAPE 























Every foot is made to highest quality standards 
of manufacture and each roll contains guaran- 
teed footage. Available in various roll lengths, 
cellophane wrapped in tape-protecting attrac- 
tive boxes Packaged also in ten roll containers 
for electrical and automotive buyers. 


ACCURATE 


FRICTION 
TAPE 


ACCURATE The rubber tape electricians and mechanics ask 


RUBBER 
TAPE 


for by name. Individual rolls in several roll 
lengths featuring guaranteed footage and attrac- 
tive box packaging. Supplied also in extra long 
rolls in metal containers. 





Widely used in electrical wiring for fast, neat 
connections. Combines the qualities of both 
Accurate Rubber and Accurate Friction Tapes. 
Speed Splice is available in individual 50 ft. 
rolls cellophane wrapped and boxed. 


ACCURATE 


SPEED 
SPLICE 













ter ACCURATE pur you into 
THE PROFITABLE TAPE BUSINESS 
Just drop us a line. We'll send complete de- 
tails and literature on the Accurate line 
along with the name of the authorized Accu- 
rate distributor in your area. Tape is a valu- 
able part of your profit picture so don't wait. 


Write today. Accurate Mfg. Company, a 


ACCURATE 
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A BIG SELLER hecause 


It has a Hundred Uses 
————= » Sheffield 


rm 
, # 


bh Shetfielol | WATER 
PUTTY 


CRACK FILLER 


e@ Sticks to Anything 


@ Mixes Easily with water 
..- Will Not Shrink 


@ Becomes Hard as Stone 











| Every household . . . in fact 
een | every craftsman has use for this 
miracle putty that does every- 
thing! Adheres permanently to 
stone, tile, wood or metal sur- 
faces and does a perfect patch- 
ing and smoothing job! Feature 
it strongly .. . and watch your 
soles grow . . . because your 
customers are looking for some- 
thing like this every day! 


Shetticld Zroveze 
PAINT CORPORATION 
(on Oi ae a oe eon. me) 











Speed SALES with a 


! 7000 0 


SPEED-0-LITE SANDER ° ‘py (ASA 
Nee 


and realize 
BIGGER PROFITS! 
This SERVICE-FREE Lincoln RENTAL SANDER 


Produces IMMEDIATE INCOME — Generates 
EXTRA SALES of Floor Finishing Supplies! 











The boom in home building and mod- 
ernization jobs has created a huge de- 
mand for rental sanders. Don't let com- 
petitors get your share of this rich mar- 
ket . . . collect up to $5.00 per day in 
rentals for each machine with Lincoln 
rental equipment . . . the most durable 
and foolproof made. 


It will PAY to install this 
Lincoln SPEED-0-LITE 7” 


Every sander renter needs extra 
sandpaper, filler, stain, varnish, 
brushes, etc. Bring extra business 
to your store with Lincoln Speed- 
O-Lite 7", 8'', or 9'' rental sand- 
ers. Write today. 


Convenient Time Payments 


FLOOR MACHINERY COMPANY 
1252 WEST VAN BUREN ST CHICAGO 7. ILLINOIS 
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QUALITY ... Tops! 
BRISTLES . . . Finest Chinese Bristles! 
WORKMANSHIP .. . Superior! 
DELIVERY . . . As Fast As You Desire! 


SERVICE . . . As You Expect! 
PRICES ...Practically Pre-War or Lower! 











RETAIL T O — UP 


FOR OVER A QUARTER CENTURY OUR 
MANAGEMENT HAS MANUFACTURED AND 
MERCHANDISED POPULAR PRICED BRUSHES 
» » « IN FACT, IT’S OUR THIRTIETH YEAR! 








Colonial Brush Manufacturing Company, Inc. 
60 THAYER STREET e BOSTON 18, MASS. 
TELEPHONE HUbbard 2-3588 
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NO DRAINERS IN STOCK... 
WILL ORDER ONE 
FROM THE FACTORY... |- 
TWO WEEKS... 






















would YOU wait for a cellar drainer? 


Your customers won’t, either. Check your inventory now and lay in 
your stock for the wet-cellar season ahead. And plan fora bigger-than- 
ever Cellar Drainer volume, with the new 


GOULDS Horizontal CELLAR DRAINER 





Nothing in Sump but Suction Pipe and Float 
Sump and Strainer Easy to Clean 

Motor Not Over Sump 

Unit May be Set Away from Sump _ 


Standard Motor . . . Positive Self-priming .. . 
Grease Lubricated Seal... 
Bronze Fitted Construction 


See your Goulds distributor— 
or write us, now. 





GOULDS PUMPS INC. SENECA FALLS, N.Y. |~— 











WATER SYSTEMS 


*~THeseas 


FOR EVERY FARM AND HOME NEED 
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a || MORE FRIENDS 
||| Make more prorits 


with 


BAY-TITE 


. 


Are you one of our many dealers who likes to 



















make friends with profitable customers, especially 
building contractors? Specifications for new, 
modern buildings, or modernizing old buildings, 
often call for brilliant fast white, or colors, out- 
side finish on cement or masonry. Many Kay-Tite 
dealers know that real profits are made on such 


contract jobs. Get your share. 


WHITE 


and 










CREAM GREEN 
BUFF BLUE 
GRAY 
YELLOW YELLOW 





ROSE 
BRICK RED 


COLORS 


SPANISH BUFF 





RQ 











AT YOUR WHOLESALERS OR WRITE 


KAY-TITF company 





WEST ORANGE * NEW JERSEY 
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nila (we 
GARDEN HOSE , 


Can Lift it, 


PLYMOUTH . 


FEATHERWEIGHT 


GARDEN HOSE 


SO GOOD IT’S GUARANTEED FOR 10 YEARS 


®@ Tough, durable plastic — outlasts rubber. 

@ Featherweight — a child can lift it. 

@ Resists extreme hot and cold temperatures. 

® Resists scuffing, peeling, grease, oil, etc. 

® Strong non-rust 2-way Perma-grip couplings. — 
‘® Withstands 8 times city water pressure. 

@ In 25-ft. and 50-ft. lengths. 


The Plastic Garden Hose of Outstanding Quality 


Guarantees Greater Sales and Profits 
Distributed by Better Wholesalers 


PLYMOUTH RUBBER COMPANY, INC. 
CANTON, MASS. 


{ Also Manufacturers of SLIPKNOT, the World's Largest Selling Friction Tape. 
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FIRST FOR PERFORMANCE 


HURRICANE 


Governor Controlled Rotary Power Lawnmower 


NEW 1950 MODEL 


with new features that buyers demand. 


S E L LS EASI | users 


like it! Advertising help, too, for faster sales. 


NEW LOW 
PRICE 


A BIG DeLuxe mower at 
a competitive price! 




















Nee 


HARDWARE « IMPLEMENT 
JOBBERS: Write us if you 
want to get in on the profitable 
sales of this popular mower. 
+ Some good areas are still open. 








Veer ae ovwalt 







You Can SELL a Mower 
with these HURRICANE Features! 


@ 4-Cycle, 2 h. p. engine—plenty @ Full-floating handle with built- 


of extra power for heavy work. in turning crutch. 

@ Full 20” cutting swath. @ Strong, sturdy, yet light in 
@ Fan-tip blade. No windrowing. weight—built for years of pleasing 
@Malleable aluminum alloy Service. 

chassis. @ Handsome in appearance—looks 


@ Constant-contact friction drive. like the BIG VALUE it is. 





National Metal Products Co., Inc. 
Dept. E1, 2722 Cherry St. 
Kansas City 8, Mo. 
THOUSANDS IN USE— 


Yes, | want to make money selling the RRICANE line. Send me 
illustrated folder showing ALL the Hurricane sure sale'’ features, and 


Hurricane satisfaction to dealers and their customers | | 
give me the names of Hurricane jobbers in my locality. 


is proved by years of experience—by thousands of 
users .. . wherever lawnmowing is hard work that 
people want to do easier and better. 


NAME — 





STREET ADDRESS id cnansciiale 


CITY ZONE | Ree 2 
bod 
TTILLILLI TALLIS Lili iti iti iii iii iii 


Manufactured by 
NATIONAL METAL PRODUCTS COMPANY, Inc. 
2722 Cherry St. Kansas City 8, Mo. 


"SEREREREERERERREREE 
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L producing 


the New “Pay as You Profit’ 
Sales Plan for (REBUM 
Key Duplicating Machines 


For those discriminating buyers operating on a budget, KEIL offers a time pay- 





ment plan — A plan with none of the usual expensive service fees — KEIL now 
gives you twelve months to “PAY as you PROFIT” with your new key duplicating 


machine. “ 
KEIL is the only manufacturer in the world 


manufacturing a complete line of auto- 















matic and semi-automatic key duplicating 
machines. 


No. 1A, AND 12 AC 


Automatic key duplicating machine 


Write or wire today and ask 
for details on the “Pay as you 
Profit Plan” . .. It will show 
how you, too, may increase 
profits with a new KEIL key 
duplicating machine. 


¢ C O00 


E YauPLICATING MACHINES 


KEIL LOCK CO.-CHARLESTOWN,NEW HAMPSHIRE 
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ELECTRIC ORILLS 


WELDWOOD Tool of 1001 Uses ot Too, 


y PLASTIC RESIN GLUE —- ) 
, Hog ELECTR-O-TOOL KIT mess wi 
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FEBRUARY 


PUSH SAW FILES 
for early-spring ac- 
tivities with pulp- 
wood saws, bucksaws, 
handsaws, crosscut 
saws, chain saws, 
small circular power 
saws. 


WINDOW DISPLAYS, " 
associating files with 
gardening and other 
tools on which they ° 
can be used, will 
stimulate spring and ° 
summer business. 


AUTO AND GENERAL 
REPAIR SHOPS are 
busy. Send them 
word that you are 
headquarters for the 
files they need. 








PROMINENT 

COUNTER DISPLAYS 
this—and every— . 
month will keep cus- 
tomers for other a 
items reminded to 
add a few files to 
their purchases. e 


HOBBYISTS start 
laying in tools about 
this time. Put some 
Rotary and Swiss 
Pattern files where 
they can see them. 
Early sales—extra 
‘*gravy"’! 









CORDWOOD AND 
PULPWOOD CUTTERS 
are going into action. 
They'll need The 
right file for the job 
of sharpening their 
saws. 


TELL YOUR ° 
WHOLESALER now 

what files you'll need ° 
for the big Holiday 
season. Early order— 
early delivery! . 








(In Canad1, Port Hope, Ont.) 


MARCH 




















, | Zeus] 
SEPTEMBER 





NICHOLSON FILE CO., 25 Acorn St., Providence 1, R. I. 


Tuere’s no better step in hardware retailing 
than promoting items that offer the fastest 
turnover ... items that are “consumed,” 
up”—and consequently have to be replaced 
with comparative frequence. 


oe 


used 


Among small 


hand tools, none offers greater opportunity 
than FILES. Files are not “seasonal”— you 
can sell them the year round — by giving them 
the right kind of attention. And you can keep 
purchasers coming back if you sell them either 
of the two best-known high-quality brands 
made — Nicholson and Black Diamond. 


Chas 
?, 
2. Ce 
ol 


URGE FARMERS to 
get a useful assort- 
ment of files now— 
for repairing, sharp- 
ening, tuning up 
farm machinery and 
tools for the coming 
busy season. 


HOUSEHOLDERS 
will be delighted with 
this novel Handy File. 
Feature it as a ‘‘Spe- 
cial’’ and watch the 
sales pour in. 


COMBINATION 
OFFERS of files for 
(1) householders, (2) 
farmers, (3) repair 
mechanics have great 
sale attraction. 


CHRISTMAS 
HARVEST is yours 
with Swiss Pattern, 
Rotary, Handy, 
Curved Tooth and 
other out-of-the- 
ordinary files for 
gift-giving. 


® } C H 0 L 3 0 & F i L ES ros EVERY PURPOSE 
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(Self Colored or Hot Galvanized) 


Each sturdy plywood container 
holds one of four popular sizes 
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7 1S HALF SOLD 


@ Your customers will often be reminded to buy 
chain if it’s out where they can see it—get their 
hands on it. Chain is that kind of an item. 
















The ACCO 
Sales-Maker 
—another profit 
buitlder—holds a 
good assortment of The ACCO-PAK fits right into that scheme of sell- 
ing. It makes the popular sizes of heavier chain handy 


to stock—display—sell. 

ACCO-PAKS are now available 
as listed above. Order yours now 
from your American Chain dis- 
tributor. 


the more popular 
small sizes of 
welded and 
weldless chains. 
Your AMERICAN 
CHAIN distributor 
will tell you what 
assortments are 
now available. 
PAUL D. STEELE, District Manager of 
Rocky Mountain States, has beenan 
‘* American Chain man’”’ since 1930. 








Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


ACCcO York, Po., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Aa 


AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE 


eee) T In Business for Your Safety 
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For Some Hardware Men There Is 
Still Time to Contact Congressmen 
About “Tax Exempts’ 


S Harpware ACE has said 
before, in one form or an- 
other, “Congressmen _ al- 

ways count votes.” Remembering 
that homely truth, there is still 
time to contact your Senators and 
your Representatives, in their 
homes, by mail, ‘phone or in per- 
son, about taking action when 
Congress reconvenes in 1950, on 
the subject of taxing the co-ops 
and other “tax exempts.” The 
Federal Government has expressed 
the need for more revenue. And 
that need, with the present rate of 
expenditures, must be met through 
increasing tax collections. 


Remember it is estimated that 
some 30,000 cooperatives of all 
kinds do more than $17 billion 
of business a year and make profits 
of close to $2 billion. These two 
billions of profits should be taxed 
on the same basis as they would 
be taxed were they the profits of 
private industry. And they will 
only be so taxed if enough citizens 
protest present tax inequities, and 
protest them strongly to their 
Congressmen and Senators. 

If you have not already con- 
tacted your elected Federal repre- 
sentatives, in their own homes, 
about “Taxing the Untaxed,” do 


so immediately. The names and 
mailing addresses of all members 
of the United States Senate and of 
the House of Representatives ap- 
peared in the Dec. 15, 1949, issue 
of HARDWARE AGE, beginning on 
page 68. If enough voters, all 
over the country, barrage their 
elected Federal legislators, with 
the admonition, “Tax the Un- 
taxed,” some action may result. 
Until such action is taken we must 
stand the risk of further increasing 
our already top heavy tax bill, 
while the co-ops continue to ex- 
pand at the expense of private tax 
paying enterprise. 


What Is a Billion Dollars ? 


AY it quickly and the estimated 
$17 billion volume tallied by 
the co-ops may not register too 


deeply. 


But what is a billion dollars? 
The late Maurice Sherman, then 


editor of The Hartford Courant 


(Conn.). told a hardware conven- 


tion a few years back that if you 
were to spend one dollar per min- 
ute it would take 1900 years to 
spend a billion dollars. He said 
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that if you started in the year 700 
B.C. with a billion dollars and 
were to spend a thousand dollars 
per day, you would still have left 
on Jan. 1, 2039 (or 89 years from 
now) more than one million dol- 
lars. 

A billion dollars truly is a stag- 
gering sum of money! 

Look at it from another angle, 
in terms of the Federal govern- 
ment’s present rate of expenditures. 
Some of those billions of expendi- 
tures are necessary but just give 


A 


co year ago HARDWARE AGE 
expressed the opinion that 
“those who earn it will have a 
happy and prosperous New Year.” 
That is again the view of this pub- 
lication, as the year 1949 is about 
to fade into history. 

A quick spot check, by mail and 
*phone, among leading hardware 
wholesalers in different sections of 
the country, shows that they be- 
lieve the first quarter of 1950 will 
be as good, and in some instances 
even better than the like portion 
of 1949. As a matter of fact, one 
prominent wholesaler went so far 
as to say that he expected his com- 
pany’s volume to be 10 per cent in 
excess of sales for the same period 
in 1949, Further he declared that 
he anticipates that unit sales will 
surpass those of the initial three 
months of 1949, for his organi- 
tation. 

The steel industry, one of our 
nation’s most sensitive business 
barometers, presents encouraging 
signs. Says The Iron Age, a Chil- 
ton Co. publication affiliated with 
HarpDWARE AGE, “Several factors 
point toward excellent steel busi- 
ness during the first quarter of 
next year and reasonably guvod 
prospects for the entire first half. 
Mill schedules. particularly on flat- 


any average group of taxpayers a 
chance to examine the use of some 
of these billions and we would 
soon have somewhat curtailed ex- 
penditures in some fields of Fed- 
eral activity. 

Whether or not we can get 
Washington to decrease its expen- 
ditures, we still must raise our 
voices to protest heavier taxes in 
1950, unless those taxes are also 
imposed on the co-ops. The longer 
the present tax inequities are 
countenanced by private business 


Go oO OB 


rolled products, are at least as 
heavy today as they were during 
the second quarter of 1949, when 
steelmakin;; operations averaged 
91 per cent of rated capacity.” 

Reporting on its poll of more 
than 30,000 member firms as to 
“their plans and expectations for 
1950,” the Research Institute of 
America announced that, “The 
most important single conclusion 
to be drawn from the survey is 
that American -business is confi- 
dent about prospects in the coming 
year. It’s far from unanimous, of 
course—a substantial minority 
(roughly 1 in 4), expect their 
sales in 1950 to be lower. Overall, 
however, business expects sales as 
well as costs to be the same or 
higher, prices and profits to be the 
same or somewhat lower than this 
year.” 

Early in 1947 and again in the 
first few weeks of 1948, some 
people were saying, “Yes, business 
looks good for the first quarter (or 
first half) of the year, but not too 
encouraging for the last half of 
the year.” And they were right, 
for business was good in the 
earlier portions of both 1947 and 
1948, but through both years it 
kept on being good. Business in 
the year just ending was below 


the heavier will be the burden on 
all of us. 

Talk to your representatives in 
Washington on the subject of the 
billions of dollars, particularly 
with respect to that $17 billion 
volume enjoyed by the co-ops. 
You can’t vote until November, 
1950, but in the meantime you can 
and should express your opinions 
to those who represent us in Wash- 
ington. 

Make your protests today. 

Make them before it is too late. 


Happy New Year! 


that of 1948 but there were good 
reasons for this — ipcluding the 
strikes in both the steel and coal 
industries and the coal industry’s 
present limited work week. 

Although we do not appear to 
be entirely out of the period of 
what has been termed a seller’s 
market, we are certainly getting 
closer to that point each week and 
must recognize that more intelli- 
gent work must be done in plan- 
ning sales, planning advertising 
and watching all costs—also we 
have got to go back to selling and 
not merely accepting money over 
the counter. 

Too many careless and expen- 
sive habits have been developed 
during the lush years, incident to 
the defense program, the war pe- 
riod and the immediate post-war 
period. Such extravagances will 
have to be tapered off drastically 
and we will have to return to a 
more basically thrifty scheme of 
operations in all business. This is 
healthy and good. 

The entire HarpwarE AGE staff 
wishes all hardware people and 
their folks a happy, prosperous 
new year with good health. In our 
opinion those who earn it will 
have a happy and prosperous New 
Year. 
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Sharp, strong corners...straight, true sides 
clean, accurate threads...these are but three 
of the qualities which are consistently uni- 


form throughout every shipment of REPUBLIC 





Upson Semi-Finished and Cold Punched Nuts. 





Republic Steel Corporation...Bolt and Nut Division, 





Cleveland, Ohio and Gadsden, Ala....Export 
Department, Chrysler Building, New York 17, N. Y. 
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Customers Can Try Before 


The C. G. Staubitz Co. keeps every type of major 
appliance on active demonstration and it also 
arranges free home "'try-outs’’ which, to date, have 
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HERE is one para- 
mount consideration in competi- 
tive appliance selling—that is ease. 
It’s necessary to make it easy for 
the customer to reach you; easy 
for him to grasp what you are 
talking about; easy for him to try, 
and easy for him to buy.” That is 
the selling formula of C. G. Stau- 
bitz, president of the C. G. Stau- 
bitz Co., one of New Orleans’ 
largest hardware stores. 


The Idea Works 


The fact that it works can be 
seen in the bright, new “super- 
hardware” store which the com- 
pany moved into this past fall—a 
bigger, roomier store than the first 
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one which was opened shortly after 
the war. ' 

Mr. Staubitz translates these 
“easy” selling rules into a set of 
plans for competitive prosperity. 
“Ease of reaching us,” he says, 
“means carrying the sale to the 
customer. Ease of grasping the 
sales story means demonstration. 
Ease of try-out means a chance, 
not only to see the appliance at 
work in the store, but to see what 
it will do and how it will serve in 
the home. Ease of buying means 
terms, widely offered, and mer- 
chandised to the public.” 

Carrying the sale to the cus- 
tomer does not mean canvassing 
but rather the compiling of good 
prospect lists and exerting a strong 
follow-up of its names. It also 


proven to be 95 per cent effective. 
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GAS RANGE 
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Here's part of the 
firm's appliance 
display. Mr. Stau- 
bitz firmly  be- 
lieves that dis- 
order always kills 
the effectiveness 
of display mate- 
rial which is de- 
signed to interest 
the customer in 
more appliances 
than he originally 
came to see. 


oO Qa 


means hard-hitting advertising, 
which helps to get people into the 
store and produces names for 
follow-up by a salesman. 


Heavily Advertised 


An example of the way prospects 
are. secured is the opening day 
celebration for the new _ store. 
Opening-day awards were given 
away. The store offered $350 
worth of new appliances and ran 
big ads frequently in all the New 
Orleans’ newspapers to drum up 
interest. The ads stressed the fact 
that it was not necessary for win- 
ners to be present in the store when 
their names were drawn. But they 
did have to come in during the 
three-day celebration to register, 
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They Buy Appliances Here 


for which there was no charge or 
obligation, of course. 

Name cards had to be filled out 
by all those participating in the 
drawing. These cards requested 
more information than just the 
name and address. While that in- 
formation would have been suf- 
ficient from which to compile a 
mailing list, the firm wanted to 
find out which appliances each 
prospect could be sold. So, below 
the name-and-address lines, names 
of the various appliances were 
listed: washing machines, heating 
systems, vacuum cleaners, refrig- 
erators, clothes dryers, modern 
kitchen units, ranges, dishwashers, 
home freezers, ironers, disposal 
units. Each appliance had a check 
space opposite it and those regis- 
tering for the prize drawings were 
asked to check the appliances that 
most interested them. 


More Than 5000 Cards 


More than 5000 name cards were 
collected, each with a notation in- 
dicating what appliances were to 
be stressed during a salesman’s 
call. Similar cards are also used 
to list the appliance interests of 


customers and prospects in the 
store. This is done so that the 
follow-up sales effort hits directly 











at the particular interest instead of 
floundering wildly about. 
A medium of advertising effec 





Salesman stands a coin atop a dryer to prove its freedom from any 
vibration. Free 10-day “try-outs" are arranged for appliance prospects. 


Every floor appliance works—not only are they hooked up into power 
lines but they are stocked with “props” just as if they were in homes. 
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tively used by the Staubitz firm is 
the movie house trailer. “We put 
our advertising messages in front 
of theatre goers throughout our 
selling territory,” says Mr. Stau- 
bitz, “and we have had excellent 
results. Movie advertising pulls 
because it hits people at a time 
when they are relaxed, and hence 
receptive to suggestion and to sell- 
ing. Movie advertising is just like 
personal selling in that it can com- 
bine sound and sight appeal and 
it can include demonstration.” 

The store, however, does not de- 
pend entirely upon this method of 
advertising. Plenty of newspaper 
space and radio time are also used 
for carrying the sales message to 
the customer. 

In the Staubitz store there isn’t 
a single appliance, major appli- 
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ance or electric houseware item 
that is not on active demonstration. 
The appliance display area is in 
reality one vast battery of work- 
ing models. 


Appliances at Work 


If a customer is interested in a 
refrigerator, she can be shown 
several at work, filled with food 
and operating just as they would 
in her kitchen. If she wants a 
washing machine, the features of 
each machine and each model can 
be demonstrated. There’s no time 
lost. In most cases, the salesman 
does not even have to flip the 
switch. The appliances are con- 
stantly working: the ranges cook 
food; the refrigerators are well 
stocked and the washing machines 
are constantly cleaning dirty gar- 
ments. 

The demonstration idea is car- 
ried even further by making it 
easy for the customer to try out 
an appliance at home. Any major 
appliance will be delivered for a 
free 10-day try-out with no obliga- 
tion to buy at the end of the trial 
period. 


The Important Thing 


The important thing about this 
home trial system is that it lets 
the customer see not only what the 
appliance will do but what it will 
do for her. It personalizes the 
benefits. Furthermore, once the 
prospect has enjoyed a trial, she 
feels the appliance is hers, per- 
sonally, and is not anxious to let 
it go. Completed sales by this 
method average approximately 95 
per cent. 

Though a 10-day home trial 
may sound like a dangerous policy, 
the firm carries it out with the 
same safeguards that are applied 
to normal credit selling practices. 
The credit rating of a prospect 
who wants an appliance for home 
try-out is investigated. If in good 
credit standing, the prospect is 
then assumed to be also good for 
the try-out. According to Mr. 
Staubitz, there hasn’t been a single 
instance of trouble in the many 
months that the plan has been in 
effect. 

Over the Staubitz store entrance 
—which has an ideal traffic loca- 


tion being next door to a large 
super-market where thousands of 
women shop every day—is an 
electric sign designed as a theatre 
marquee sign. It has provisions 
for changing—daily if need be— 
the selling messages it blazons out. 
Thus the firm is able to change its 
“show” continually just as the 
movie theatres do. 

The front has open-view win- 
dows which makes the entire store 
a selling display. Inside, clutter- 


ing of aisles and displays is care- 
fully avoided. It is Mr. Staubitz’ 
contention that a store that ap- 
pears to be crowded discourages 
people from entering. High on the 
walls of the store are mammoth 
decorations which are actual re- 
productions, not pictures, of the 
trade names of the advertised 
brands featured by the store. 
“Selling the brand name,” says 
Mr. Staubitz, “always helps sell 
the store.” 





Wallpaper Sales Increased Following These Displays 





Medium priced papers—selling from 95 cents to $1.75 a roll were featured 
in these two wall paper windows, used last spring by Omer De Serres, 
Limitée, Montreal, Canada. With the exception of the manequin, the product 
itself was the means of giving color and design to the two showings. Both 
windows appeared at the same time and were responsible for a good in- 
crease in the sale of wallpaper and related merchandise, during the time 


they were on view. 
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Scoreboard showing list of bottled gas customers in area. Red, yellow and white 
cards denote amount customer uses, tabs on cards show he needs a new supply. 


Customer Scoreboard Helps 


Operate Bottled Gas Business 


W.e. the farmwife 


has a large roast in the oven and 
from 12 to 15 hungry threshers 
coming in for a noon meal, she 
certainly doesn’t want to run out 
of bottled gas. 

To make as sure as humanly pos- 
sible that customers do not run 
out of bottled gas, Parsons Hard- 
ware, Redfield, S. D., has a large 
display panel of customers’ names 
posted on the office wall. 

Furthermore each customer’s 
name is stenciled on red and yel- 
low and white cards, depending 
on the amount of bottled gas he 
uses per month. A _ customer’s 
name on a red card means that he 
is a heavy user of gas, that perhaps 
he uses it for a stove, a refrigera- 

(Continued on page 44) 


Permanent visual record in Parsons Hardware 
store keeps track of customers’ needs, return 
cards help to keep the scoreboard up-to-date 








Parsons Hardware, 
Redfield, South Dakota 


Gentlemen: 


We have turned on the reserve drum of gas. Please deliver 


another at your convenience. 


Yours truly, 








These cards are sent in by the customer when he needs more gas. 
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View of the remodeled store looking toward the front. Fixtures are of 
fir veneer with white birch trim. The store is 30 ft. wide by 120 ft. long. 





Merchandising 
By 


Modernization 


Joseph Selin & Sons Co. started off with a 

$15,000 interior modernization job which 

proved so successful in raising volume that 
a new store front is the next step. 
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‘ta emphasis is on dis- 


play that sells more merchandise 
at the newly remodeled hardware 
department of Joseph Selin & Sons 
Co. at Iron River, located in the 
heart of upper Michigan’s iron 
mining region. 


Visited Many Stores 


Dave, Leslie and Marvin Selin, 
owners of the establishment which 
their father founded in 1909, 
visited a large number of hardware 
stores to get ideas for their own 
program. Then they drew their 
own floor plans and hired local 
cabinet makers to build the fix- 
tures. The result is a spacious and 
well lighted hardware store with 
more than double the display space 
than formerly. The fixtures are 
of a fir veneer with white birch 
trim. 

“We've spent $15,000 on our 
remodeling program,” says Dave 
Selin, “and we are going to spend 
still more by putting in a new 
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The right side is the men's side. Here are some of the new aisle tables 
equipped with dividers which separate bulky items from smaller articles. 


front and making other changes. 
But our greater sales, resulting 
from greater display, have con- 
vinced us that remodeling pays. 
How our customers love to look at 
the large amounts of merchandise 
we can now display. They browse, 
and they buy, because they can 
always find what they are looking 
for from our extremely wide and 
varied stocks.” 


Three Floors 


The store measures 30 by 120 
ft. A storeroom of the same size 
and adjoining the hardware de- 
partment houses the store’s furni- 
ture department. Appliances are 
displayed in that section. 

The second floor is also used for 
display of furniture. The third 
floor is used for storage, while the 
basement is given over to displays 
of plumbing fixtures and other 
heavy goods. The Selin store, lo- 
cated in a part of Michigan where 
large trading centers are scarce, 
draws its trade from distances as 
far as 50 to 75 miles, and has the 
reputation of having one of the 


largest stocks of hardware, plumb- 
ing, and furniture in the entire 
area. 

There are a number of interest- 
ing features about the Selin re- 
modeling. First of all there is a 


large rotating display right up 
front near one of the main win- 
dows. This turntable, 5 ft. high, 
has three display levels, with the 
bottom and largest level 3 ft. in 
diameter. A large pipe, holding 
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Sporting goods have a near-the-entrance location and this display 
catches the attention of practically every man entering the store. 
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Women's merchandise is featured 

on the left side. This housewares 

section is under a balcony which is 
on that side of the store. 





Go Oo GO 


I. | " ‘i dise. For example, one front table 


with dividers shows bulky power 

be ME. Esp! 7 “Vii a ae i tools at either end of the ah with 

y ¢ smaller power tools on the shelves 

val r rv Fel? between the dividers. There are 

‘ eae four such tables along one aisle 
Pitt ie of the store. 

“Where there is cross-over traf- 
fic at the end of each table, as 
there is in our store, the display 
spots at both ends of each table, 
make a strong bid for the atten- 
tion of the store traffic at these 


e 


pp we 


the display upright, is sunk 
through the floor to the operating 
mechanism. 

“We've always wanted at least 
one motion display,” says Mr. jf a PE ail 
Selin. “People will always stop to | Aa os | fe M. thin 
look at a moving display, and this ' _ - - i i ; T 
one can be seen very easily from i | ae a 7; i ae inna 
the street.” The display surfaces a ot Be , on ape 
are large enough to show house- r : 
wares, gifts and other items. 

Design feature of the new fix- 
tures is that the center tables, 
measuring 5 by 10 ft., have two 
dividers, each with step-up shelves 
between the dividers. This ar- 
rangement leaves the ends of the 
tables free for heavier merchan- 
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Farm goods are displayed on 
tables and along the sidewall. 


points,” says Mr. Selin. “Our cus- 
tomers say they like these tables, 
and certainly the sales we make 
from them bear this out.” 

A low, platform-type display is 
used at the front of the store. The 
use of this fixture provides an 
especially wide aisle at that point 
and also gives an unobstructed 
view of merchandise on the tables 
toward the rear. The platform 
serves as a key spot for seasonal 
merchandise. 

A balcony on the left side of the 
hardware department was retained 
during the remodeling process for 


Ss Go 


Low display platforms show off 


bulky merchandise to advantage. practi 
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displays of kitchen furniture, and 
the housewares department has 
been located under this balcony. 

Sporting goods have an up-front 
location in the remodeled store. 
Iron River, being in the heart of 
upper Michigan’s most rugged and 
picturesque tourist country, thou- 
sands of vacationists visit that area 
to hunt and fish, and prove to be 
excellent patrons for the well- 
stocked sports department. Hunt- 
ing and fishing goods, especially, 
predominate in this section most 
months of the year. 

Wayne Karvala, who has been 
with the firm for 30 years, man- 
ages the hardware department. He 
and his men take special pride in 
keeping stocks in order in this 
new store and in pushing sales. 
They do not hesitate to call on 
plumbing, appliance and stove 
prospects at nights and to make 
inquiries among their friends and 
neighbors as to people who are 
thinking of purchasing such items. 

The Selin firm handles all its 
own finance paper. In this way, 
it earns the interest charges which 
come with installment type buying, 
and the officers can also keep in 
close contact with patrons in re- 
gard to additional sales when cus- 
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A large rotating 
display is fea- 
tured up near the 
display windows. 
It is 5 ft. high 
and has three lev- 
els, the lowest 
one being 3 ft. 
in diameter. Ro- 
tating mechanism 
is under the floor 
and it is con- 
nected with fix- 
ture by its sup- 
porting pipe. 
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tomers are financially able to make 
them. 

Hardware accounts for about 50 
per cent of the Selin volume which 
approximates $375,000 annually 
or more. In addition to good dis- 








play, merchandise in both divi- 
sions of the store is given excellent 
newspaper and direct advertising 
support. Consistent advertising, 
plus other merchandising, accounts 
for many sales, says Mr. Selin. 


Large Gun Stock Brings in the Customers 


LARGE stock of guns of vari- 

ous types, all on neat display 
helps the Lee Hagen Hardware, 
Sycamore, Ill., get an excellent 
volume of business on this line. 
Sportsmen make this store their 
headquarters because they know 
that here they can always find 
plenty of guns from which to 
choose, sales clerks who know 
guns, and where hunting talk is 
always interesting. 

In addition to sportsmen, farm- 
ers also buy shotguns, and rifles 
for use on their farms. Many 
rifles are sold to men who an- 
nually journey to northern Wis- 
consin and Minnesota for deer. 

In a recent advertisement on 
guns, copies of which were posted 
on the store windows and in the 
sporting goods department, part 
of the copy said: 

“We also stock ammunition for 
practically all gages and calibre of 


firearms. In addition to the arms 
and ammunition, we have a com- 
plete line of hunting accessories 
such as coats, caps, pants, shell 
vests, duck calls, crow calls, knives, 





Any gun-minded man can spend time—and money—in this department. 
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gun cases, recoil pads, decoys. 
cleaning rods, gun grease, gun oil, 
hand trays, pigeons and others. 
Yes, we'll trade. Bring your old 
gun along.” 
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Knowing What the Farmer Needs 
Builds Business for McCoy 


Understanding of farmers’ problems a big factor 
in helping lowa firm increase both volume and 


traffic. 


I, anyone should know 
what types of hand and power tools 
are needed on a modern American 
farm, that man is Richard McCoy, 
owner of the McCoy Hardware 
Co., Indianola, Iowa. 

At his store in the heart of that 
thriving little city of 4,123 inhabi- 
tants, Mr. McCoy has an attractive 
center table display of woodwork- 
ing and power tools while hand 
tools are featured on other aisle 
tables. Hand tools and some 
smaller power tool items are also 
displayed on one of the sidewalls. 
The farmer who comes to the store 
can easily find any tool which may 
be needed for profitable farm op- 
eration. 

Mr. McCoy has an exceptionally 
fine assortment of tools of all types 
on his own 200-acre farm a few 
miles from Indianola. This means 


that when farmers inquire about 
tools needed for various purposes 
he is in an excellent position to 
inform them as to their proper 
uses and care and to furnish them 
with information relative to their 
actual performance. 


Large Stock for Farmer 


The store stocks a wide range 
of items needed on the farm—all 
the way from tools to harness- 
and it’s a stock that brings the 
farmers back to the establishment 
time and again. They know that 
Mr. McCoy has what they need in 
the way of farm and home appli- 
ances and they make the store 
their shopping headquarters when- 
ever they visit the town. 


In addition, the store sells 
bottled gas ranges and supplies 
its accounts with bottled gas. This 


Steady advertising helps swell sales. 


takes the firm’s truck and service 
man over a wide area, promoting 
good will and satisfaction with 
many accounts. 

Mr. McCoy realizes the value 
of consistent, planned advertising. 
His newspaper ads stress farm 
merchandise, and he also adver- 
tises over a Des Moines radio sta- 
tion, which periodically comments 
on surrounding towns, their his- 
tories, culture and stores. These 
radio programs usually have high 
local listening value which makes 
the advertising remembered. 

The store also sells and installs 
water pressure systems, a very 
profitable line because every large 
lowa farm needs plenty of water 
for livestock and poultry as well 
as for home operations. And, with 
the sale of water systems, the store 
is able to follow with sales of ap- 
pliances and other articles. 





These hand tool displays attract the visiting farmers. Power tools are also 
given prominence in aisles and both types are featured upon the sidewalls. 
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Interior of the new appliance branch showing two model kitchen setups. 
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Separate Appliance Store 


Taps New Traffic Stream 


Was The Freeport 


Hardware Co., Freeport, IIL, 
wanted to enlarge its appliance 
department last fall, it was faced 
with a choice of making an ad- 
dition to the hardware store or of 
taking a separate corner location 
for appliances about a block dis- 
tant. J. J. Billerbeck, owner, chose 
to take the new location on a 
heavily-traveled, adjacent street. 
The results have been decidedly 
encouraging, because the new 
store has tapped a different traffic 
stream, thus giving the hardware 
firm an opportunity to show and 
demonstrate appliances to more 


people. This policy has resulted in 
larger sales. 

The new appliance store is di- 
rectly across the street from the 
Hotel Freeport, the city’s leading 
hotel. The store has a modern 
glass and masonry front. Just in- 
side the front door is a small stair- 
way which takes the prospect to 
the store floor level, about 3 ft. 
above street level. A neat iron 
railing is on both sides of the 
stairs to aid the customers. 


The appliance store is only 20 
by 30 ft. in size, but it offers 
enough display opportunities so 
that two model kitchens can be 
shown, as well as many other ap- 
pliances. It has fluorescent light- 
ing in abundance so that, day or 
night, the passers-by can view all 
objects displayed in the interior. 

In charge of the new appliance 
store is Rollo Quincer, who has 
handled appliance sales for The 
Freeport Hardware Co. for many 


Special showroom cooking schools, newspaper and 
radio advertising and participation in various 
home shows builds Freeport Hardware Co's. sales 
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Another view of the interior of the appliance branch store. 


years. He is assisted by his wife 
and Mrs. Irma Ziebol. 

“The new store arrangement 
works out very well, especially in 
regard to holiday season selling,” 
says Mr. Quincer. “People look- 
ing for gifts sight the appliances in 
our store—large and small—and 
come in. This store makes the 
most of our display values and our 
impulse trade is heavy. Many 
people who come te buy a small 
appliance as a gift will buy a 
larger appliance, or furnish a lead 
for a future sale of a large appli- 
ance.” 

The Freeport Hardware Co. 
offers customers both factory units 
and custom built kitchen units 
and is able to secure both types of 
business, says Mr. Billerbeck. 


Consistent Advertising 


Newspaper and radio advertis- 
ing help the firm call its new ap- 
pliance division to the attention 
of people in the Freeport area. 
The high “show window” value 
of the new store attracts the down- 
town crowds on foot, in buses or 
in their own cars, and brings in 
many prospects. 

The firm exhibits its appliances 
at cooking schools and home 
shows in Freeport and the sur- 
rounding area, but Mr. Billerbeck 
says the company likes to have its 
own cooking school from time to 
time. A recent cooking show. 


36 


sponsored by The Freeport Hard- 
ware Co. featured model kitchens, 
refrigerators and electric ranges. 
Miss Lenore Zimmer, home econ- 
omist of the Monarch Range Com- 
pany, Beaver Dam, Wis., was on 
hand to give a demonstration. The 
show was attended by many 
women from near and far. 
Besides the showings in its new 
appliance store Freeport Hard- 
ware Co. has heavy and small ap- 
pliance “spot” displays on the 
first floor and also in the basement 











of its main showroom. In this 
way the store cashes in on its 
heavy store traffic from a display 
standpoint and is able to secure 
many appliance prospects. 

The Freeport Hardware Co. also 
has a vacuum cleaner sales and 
service station for a well-known 
make of cleaner and the man in 
charge constantly calls on home- 
owners in the area. 


Heating and Plumbing 


In addition, the firm has a large 
heating and plumbing business. 
The heating and plumbing crews 
get into numerous homes in Free- 
port and the surrounding area, and 
are often able to recommend in- 
stallations of appliances stocked at 
the store. Prospects for home and 
other appliances secured in this 
manner are decidedly numerous. 

“We are not doing any so-called 
house to house canvassing for ap- 
pliance sales at the moment,” says 
Mr. Quincer, “but we are out fol- 
lowing up leads regularly. Our 
customers at present are supplying 
us with many leads which we fol- 
low up as quickly as possible. The 
people of Freeport know that this 
store handles quality lines, treats 
its customers right and can extend 
service on all appliances it sells. 
All this means a great deal in an 
appliance selling program today.” 


Miss Lenore Zimmer, Monarch Range Co., at the store's cooking school. 
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The Village Hardware is a thoroughly modern two-year-old store. Friendliness is 
the keynote in “putting across" the business. The $50,000 volume has been passed. 


Friendliness Is Advertising 


The Village Hardware store puts the "Welcome Mat" 
out for new arrivals in town by sending each a personal 
note of greeting. Friendliness built a $50,000 volume 


I. there’s any one rea- 
son for Gordon J. Finwall’s suc- 
cess in the hardware business it is 
the small town friendliness his 
firm, the Village Hardware, offers 
the town of Coronado, Cal. Every- 
one in this community of about 
16,000 persons has come to know 
the store by its slogan, “Your 
Friendly Hardware Store.” 


An example of how this reputa- 
tion has been built is Mr. Finwall’s 
practice of getting the name of 
every new person that moves to 
Coronado. These are furnished 
by a local man who does direct 
mail advertising to homes and 
who necessarily must keep him- 


self informed about the new ar- 
rivals in town. 

To each new arrival, Mr. Fin- 
wall sends an informal note of 
greeting on either a penny post 
card or personal stationery. Writ- 
ten in long hand, the note says 
simply : 

“I wish to take this opportunity 
to welcome you to Coronado. If 
you have not as yet been in 
the Village Hardware, we invite 
you to come in and shop around. 
I’m sure you'll like our friendly 
service, large assortment of qual- 
ity merchandise and fair prices.” 

This friendly note to newcomers 
is just part of the overall friendli- 

(Continued on page 52) 
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Gordon J. Finwall with one of the 

penny post cards he sends to new- 

comers. These greetings invite a 
visit and have built volume. 
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A colorful front 
of black carrara 





glass with alum- 
inum trim and an 
aluminum sign 
back - lighted by 
green neon cpens 
en to a 209-ft. 
vista of the most 
modern type of 
displays. 


The “High Point’ in 


Au. this store’s a 


stage. Practically every bit of 
merchandise that the High Point 


a 


All but 40 ft. of 
the 209-ft. depth 
is given over to 
the hardware dis- 
plays. The store 
is brilliantly light- 
ed by four double- 
bank continuous 
strips of fluores- 
cents. The floor's 
surface is of ter- 
razo. 
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POINT HARDWARE CO. 


Hardware Co.. High Point, N. C., it can do a good part of its own 
sells to the householder, the farm- selling. 

er. the factory or the construction From the street, the broad ex- 
contractor, is out on display where panse of glass store front gives an 
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Even the entrance 
area and the 
doors, which are 
all-glass, act as 
window displays 
for the brilliantly 
lighted, modern 
interior. On either 
side of the wide 
main aisles are 
two smaller aisles. 
The small ledges 
just inside the 
window feature 
electric house- 
wares, gifts and 
paints. 





Is the complete visibility of every bit of 


e 
nN Selling merchandise featured in the new store now 
occupied by the High Point Hardware Co. 


own uninterrupted view of the mer- wide by 209 ft. long. Every bit of space. The basement, 50 by 50 ft., 

chandise into every part of the _ it but for 40 ft. of office space is is for the repair shop and for stor- 
ex- store. And, once in the store, the devoted to display and selling age. There is a rear entrance 
; an wide aisles, the orderly and logical 


arrangement of departments, the 
open-view wall displays and the 





counter displays lead store traffic 
to move about freely. 


The New Store 


In business for more than 50 
years, the store had previously 
carried on its business in a store 
room which was a narrow 23 ft. 
by 100 ft. Now, the firm occupies 
a two-story and basement building 
in a location just a block or so 
away from the old site. And what 
a difference! Every bit of it is 
brand new. 

The new store room, laid out 
according to plans created by the 
W. C. Heller & Co.. Montpelier. 





; ° < Just inside one of the display windows is the permanent appliance 
Ohio, and equipped with that com- display. Many of the appliances can be hooked into conveniently 
pany’s display fixtures, is 50 ft. placed power lines for furnishing live window demonstrations. 
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which leads to the offices and which 
was also arranged for the con- 
venience of mill men. At the rear, 
there is a loading platform and an 
elevator to the basement and 
second floor. 

Full-view window display areas 
keep the entire store on display 
since they present a practically un- 
broken stretch of glass. Even the 
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Floor plan of the main floor of the High Point Hardware Co. 


entrance area and doors are all- 
glass. A narrow, low ledge inside 
the display windows is used for 
showing of small items such as 
electric housewares, other house- 
wares and gifts. For brilliant night 
lighting of the windows, 100-watt 
fluorescents are used along with 





Pick a trading area on the map, a nearby district where there will be 
less leg work and where customers will continue to buy from the store. 
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three goose-neck spots in each win- 
dow for additional light emphasis. 

Just inside one of the display 
windows is the permanent major 
appliance department. Handy 
power outlets have been installed 
so that live appliance demonstra- 
tions may be held in the window. 





How to Make the 

ARDWARE dealers who re- 

member the difficult selling 
days before the big wartime and 
postwar boom recall that one tech- 
nique was used by many success- 
ful dealers: The “hat trick.” This 
consists of putting on the hat, and 
going out on the street to knock 
upon customers’ doors. 

Under today’s competitive condi- 
tions, the “hat trick” is becoming 
popular again. Some call it door 
to door selling. Some call it can- 
vassing. Some term it carrying the 
sale to the customer. 

In practicing the “hat trick,” 
there are five rules that help to 
spell selling success. They are as 
follows: 

1—Pick the right territory, one 
in which the residents are real pros- 
pects for the particular merchan- 
dise that you want to push. Or 
else, fit the offer to the particular 
customer. 
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Ample space for aisles and between tables aids store traffic. 


The entire store interior is illum- 
inated by four continuous double 
banks of fluorescents running the 
entire length of the store. The 
floor has a terrazo surface. There 
are restrooms and drinking foun- 
tains for customers. 

The building is of steel, tile and 


“Hat Trick” Work 


2—Have ready a glib—but con- 
vincing—reason why the custome: 
should not slam the door in your 
face without further ado. In other 
words, grab for attention fast and 
hold it. 

3—Immediately 
benefits that the customer can get. 

4—Give all details. Remember 
to give them from the customer's 
point of view—how he or she will 
be much happier, healthier or 
wealthier. 

5—Make a strong effort to close 
the sale while the prospect is in- 
terested. If a further interview is 
necessary, make a definite time ap- 
pointment, and come back pre- 
pared to close the sale on the sec- 
ond try. 

Some hardware dealers work 
only from “leads.” Others like 
“cold canvassing.” Leads can 
come from telephone calls, or from 
ads. 


go into the 


brick construction with — black 
carrara glass and aluminum trim 
around the window. The name 
sign is of aluminum block letters 
which are back lighted by green 
neon. 

The High Point Hardware Co. 


prior to its move in February. 





1949, had been in business at the 
same location for 50 years. Its 
move to new quarters was heralded 
by a week of radio spot announce- 
ments but unfortunately the open- 
ing celebration in its new home 
was dimmed by the death of the 
firm’s president J. B. Spencer, two 
weeks later. Mr. Spencer had been 
a hardware man for 43 years. 
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“We'll be glad to open an account for you. Just fill out 
this short form. Then-we will charge it and deliver it," 
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A New Branch Store in 





Fy ; / 
Mi, 


View of the new store looking toward the 


visual front. In oval—the rear entrance as 
it is seen from the rear parking lot. 


= as a “one 
stop shopping center,” the new 
Medford Shopping Center opened 
last August on Riverside Ave., just 
off Medford Square, Medford, 
Mass. Included in this project is a 
branch unit of Jenkins Hardware 
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of West Medford Square. The ma- 
jority of the other units in the 
shopping center are occupied by 
nationally known chain stores in 
varied fields. The back entrances 
of Jenkins’ and other stores open 
out on a parking area accommo- 
dating more than 500 cars at a 





time. It is partially owned by the 
operators of the center and the 
balance is the property of the mu- 
nicipality—Medford being a city 
of 75,000. Add all these facts to- 
gether and they mean just one 
thing—good traffic and the Jen- 
kins store has enjoyed it from the 
start. 


Feminine Lines 


The branch unit, with a larger 
stock than the main store, has 
mostly lines of interest to women 
shoppers. Three-fourths of its 
stocks and displays are devoted to 
housewares and related lines. A 
white ceiling, green walls and con- 
tinuous fluorescent lighting give 
the new unit a pleasant appear- 
ance. Like other stores in the new 


oe G&G 


This model kitchen was not hooked 
up at the time the store was opened 
but plans called for it to be 
in operation in the near future. 
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a New Shopping Center 


New establishment of Jenkins Hardware has seven basic 
departments. Modern layout helped attract 5,000 visitors 
on each of its three opening days. Opening of the branch 
has built more traffic and volume for the parent store. 


center this 20 by 100 ft. display 
room is fireproof and completely 
equipped with an overhead sprin- 
kler system. 


5,000 Visitors a Day 


Approximately 5,000 visitors 
flocked to the new establishment 
on each of the first three opening 
days last September and assured 
the new branch of a good start. 
Newspaper advertising and news 
attention given the new center, 
including the new hardware store, 













Above—a _ com- 
bined wrapping 
table and cash 
register desk is 
located near the 
center of the 
store. This regis- 
ter is of a type 
which enables the 
firm to instantly 
determine total 
sales per person, 
sales per depart- 
ment and total 
sales for day. 
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also helped attract greater atten- 
tion to the older store. 

Basic departments of the new 
Jenkins branch, at 43 Riverside 
Ave., Medford Sq., are: Hard- 
ware; paint; wallpaper: appli- 
ances; electrical supplies; sporting 
goods and _ housewares. Pastel 
shade backgrounds, in nine differ- 
ent shades, set off different sec- 
tions of the store. Thanks to the 
use of a very modern cash reg- 
ister, the sales of each individual 
salesman, the department for 
which the sale was made, as well 
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as business for the entire day are 
instantly determined at the close 
of each business day. 


The Store Staff 


Eric Jenkins, proprietor of the 
store, does all the buying for both 
the new branch and the older store. 
He employs four full time sales 
clerks in the new branch, and is 
assisted by his wife and son. Two 
full pages in a local weekly news- 


Below is the rear portion of the 
store. At left are Eric and Mrs. 
Jenkins. At right are Mrs. Lucille 
McCallum, in charge of housewares, 
and Richard B. Jenkins, son of Mr. 
Jenkins, in charge of sports goods. 
A section of the appliance depart- 
ment. Plans called for the complete 
operation of this kitchen setup. 
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This tool and garden tool section is next to the front window and 
is compact and neat as are all other sections of this new store. 


paper showed the new front, the 
three Jenkinses and two of their 
department heads, together with a 
brief history of the firm and offer- 
ings of a wide variety of hardware 


and related lines, including both 
low and high units of sales. Fix- 
tures and store plan were provided 
by the New England Hardware 
Dealers’ Association. 





Sporting goods are featured here. Next to them is a wide assortment 
of mode! airplane and other "fan" items which attract ample traffic. 


Customer Scoreboard Helps Operate 
Bottled Gas Business 


(Continued from page 29) 


tor and a water heater. The cus- 
tomer whose name is on a yellow 
card is a medium user, while the 
white card stands for a “stove” 
account. 

Naturally, these colors have be- 
come very familiar to the firm’s 
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employees, and they watch the 
board closely. All customers— 
and there are more than 300 of 
them in the Redfield area—are 
supplied with self-addressed cards 
to Parsons Hardware. 

The copy reads, “Gentlemen: We 


have turned on the reserve drum 
of gas. Please deliver another at 
your convenience... .” 

Once the customer mails this 
card, the responsibility for main- 
taining a full supply of bottled gas 
at a customer’s home rests with the 
hardware firm. Parsons Hardware. 
according to K. C. Parsons, owner, 
takes special care to see that these 
notification card dates are taken 
care of well before the time when 
the reserve drum is exhausted. 

The display board of names is 
made of plywood, with the names 
on cardboard. When a customer 
sends in a notification card, a small 
piece of white paper is thumbtack- 
ed onto the posted name. Thus 
Harry Forsyth, the service man, 
knows which user needs gas. He 
can consult the board without look- 
ing at the office records. 

Parsons Hardware covers an 
area of about 80-mile radius on 
bottled gas deliveries and has two 
trucks available for service and de- 
livery. Drums of bottled gas range 
from $6.50 to $8.50 in price, de- 


pending upon quantity used. 


An Aid to Sales 


By maintaining constant con- 
tact with more than 300 accounts. 
most of them farmers, Parsons 
Hardware not only makes a profit 
on bottled gas sales, but has a 
regular sales feeder line into most 
parts of its trade area. The adver- 
tising value of the Parsons trucks 
traveling through the trade area 
regularly is also worthwhile. 

Servicing over 300 bottled gas 
customers regularly does not take 
all of Mr. Forsyth’s time. He 
spends spare time working in the 
store as appliance salesman. While 
on the bottled gas route, he invites 
farmers to come in and see the 
appliances in stock. 

During the winter months, de- 
livery of bottled gas is sometimes 
difficult through the snow and cold, 
but Parsons Hardware has an ex- 
cellent reputation over the years of 
keeping its customers supplied even 
under the most trying conditions. 
Because most customers have 
enough bottled gas with two 100- 
lb. drums to last a month to a 
month-and-a-half or more, this 
space of time is long enough to 
cover almost any extended spell of 


bad weather and blocked roads. 
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ROUND Chain 


for every need! 


welded and weldless chain, 
fittings and attachments 
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en Yes, there’s a special ROUND Chain for 


every purpose ... precision manufactured... 
carefully tested . . . with security in every link. 


Five large plants, strategically located in 
leading U. S. cities, offer production facilities 
that guarantee prompt handling of your orders. 
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Proof Coil or BBB Coil is packaged in 
attractive ‘““Keg-ettes”’. Easy to ship, handle 
and display. Order today from your jobber. 
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The Cleveland Chain & Mfg. Co. 
Cleveland 5, Ohio 
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Associate Companies: The Bridgeport Chain 

& Mfg. Co., Bridgeport 1, Conn. * Seattle 

Chain & Mfg. Co., Seattle 8, Wash. * Round 

California Chain Co., So. San Francisco and 

Los Angeles 54, California * Woodhouse 
Chain Works, Trenton 7, N. J. 
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to Industrial Sling Chains e Farm Chains @ Marine 


Chains e Tire Chains e Log Chains @ Building 
Chains e Railroad Chains e Crane and Dredge 
Chains e Sugar Cane Sling Chains (with Grip Trip) 
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Unit A—designed 
for displaying 
impulse items. — 
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Hardware Age Display 


JN) RECENT survey 


of a number of average size retail 
stores showed that from 15 to 30 
per cent of floor space was wasted 
by using fixtures which did not 





display the maximum of goods in 
the minimum area. 

The drawings on these pages 
show how fixturés can be built 
which will put every square inch 
of display space to work to display 


Detail drawing 
showing how Unit 
A is constructed. 


and sell hardware items. Dimen- 
sions indicated are for purposes 
of illustration only, and may be 
changed to suit the needs of your 
particular store. 

Any local carpenter can easily 
build these units out of 5 or 34- 
in. plywood and they should all 
be constructed in separate sec- 
tions as shown in the two detail 
drawings so that the assembled 
units will be flexible. 

Note how they can be equipped 
with standard bin glass and fea- 
ture hardware so that the items 
can all be neatly open displayed 
in bins to enable customers to 
make a quick and easy selection. 
The names and addresses of mak- 
ers of these parts can be obtained 
from HARDWARE AGE. 

One or more of these units 
placed in a good location in your 
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Ideas 


store and loaded with good sea- 
sonal hardware items will ring up 
very satisfactory sales. 

Be sure the total height of the 
units does not exceed 56 in. from 
the floor, so that the completed 
fixture will not cut off customer 
vision across the store. 

Drawing “A” shows a modernly 
designed streamlined unit for a 
mass display of chrome toasters, 
electric irons, waffle irons and 
other impulse items. For this type 
of merchandise the top of the unit 
and the two shelves should be 
painted royal blue to emphasize 
the chrome finish on the merchan- 
dise. A better permanent finish 
can be obtained by using linoleum 
which when waxed can easily be 
dusted and kept clean. 

The unit “B” would be ideal for 
a mass display of all manner of 
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for displaying 


| Unit B—intended 
| various gadgets. 


Oo O 


Aisle units designed to pick up 
extra selling area—a problem in 
small and average size stores 


gadget items and when filled with 
this type of household goods it will 
really attract the ladies, who love 
to see a large assortment displayed 
in one unit. A sample of all the 
can openers you carry in stock 
could be attached to the top panel 
“A” and the back up understock 


m 
a J 


Detail of Unit B t 


illustrating how 
it may be built. 


Oo O 
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of all the items in the bins can be 
carried in the four drawers built 
into the base of the fixture. 

You can easily visualize what 
an attractive unit this will be 
loaded with chrome finish gift 
merchandise, each, one price 
marked for easy selection. 
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The left side of the store looking toward the paint department and wrapping counter 
in the rear. Both the display tables and wall shelving are of open, self-service types. 


His Advertising Budget 
Went Up—So Did Sales 


A REGULAR | pro- 


gram of newspaper advertising 
backed up by a well displayed and 
well stocked hardware store, has 
spelled success for Center Hard- 
ware Co., of Redmond, Wash., a 
town of 500. Since the firm opened 
for business over two years ago, 
A. W. Hollingsworth, owner, has 
more than held his own after an 
exceptionally satisfactory first 
years volume of business. Last 
year, in fact, saw an increase of 
nearly 10 per cent over 1947. 

There are three main points 
which have been primarily re- 
sponsible for the success of owner 
Hollingsworth’s advertising pro- 
gram. These are: 

1—Repeat advertising at regu- 
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Newspaper advertising pulls traffic to the 
Center Hardware Co. in town of 500 and "Al" 
Hollingsworth keys his stock for attracting the 


rural trade he serves 


HARDWARE AGE, 


DECEMBER 29, 
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Steel Pipe is First Choice for this modern heating method... 


nn 


Home is where the heat is . . . for since time immemorial the 
center of family life has been around the source of warmth! 


Now, of course, modern engineering has extended the com- 
forts of heat to every room in the house, and has expanded the 
choice of effective systems to include the growing radiant 
heating method. American home owners have taken to Radi- 
ant Heating with enthusiasm, not only because of its popular 
advantages, but because time-tested materials in which they 
have confidence are “‘part and parcel’’ of the system. 


Durable, reliable, economical stee/ pipe . . . the same pipe 
_ that has been keeping America warm for decades .. . is the 
heart of Radiant Heating. Proved through more than 60 

years of service in conventional hot water and steam systems, What radiant systeme need, steel pipe hos! Easy 
steelpipe is, naturally, first choice for Radiant Heating, too. os concrete and plaster. Outlasts usefal life of 


building. Economical. 








eel pipe has! Easy 






COMMITTEE ON STEEL PIPE RESEARCH OF AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue 
New York I, N. Y. 
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Shelving on the right is devoted primarily to women's merchandise. 


lar, anticipated intervals through- 
out the year. 

2—Advance planning of the 
promotional budget and selection 
of media which give best coverage 
of the consumer area. 

3—Adaptation of the program 
to the needs of the community. 


Repeat Advertising 


Repeat advertising is much more 
effective than an occasional adver- 
tising “splurge,” Mr. 
worth believes. Repetition is neces- 


Hollings- 


sary to familiarize the buying pub- 
lic with the store’s name. More- 
over, consumers acquire the habit 
of looking for the store’s advertise- 
ment, with each new issue of the 
newspaper, thereby increasing its 
attention-getting value. Mr. Hol- 
lingsworth also believes that the 
ad should be of fairly generous 
size, for the same reason. He ad- 
vertises regularly, in each issue of 
the local weekly newspaper, with 
display ads of 20 to 30 in. in size. 

Advance planning of the promo- 
tional budget has several advan- 
tages, Mr. Hollingsworth points 
out. For one thing, the dealer is 
able to concentrate on the medium 
or media which he believes will do 
him the most good. He will there- 
fore not disperse his promotional 
effort in schemes of dubious value. 
Moreover, he will stay within his 
In addition, 
advance planning requires that the 


advertising budget. 
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dealer sit down and carefully ap- 
praise the relative advantages of 
the various media available to him. 
This enables him to arrive at a 
thoroughly practical and realistic 
decision. In his case, Mr. Hollings- 
worth believes, the weekly news- 
paper with its thorough coverage 
of Redmond’s rural trading area, 
is the logical medium. His budget 
for advertising ran $1400 in 1947, 


‘ 


and was increased to $1,860 in 
1948. 

Since customers in his trading 
area are predominantly rural resi- 
dents, the accent in Center Hard- 
ware Co’s. advertising program 
leans heavily toward merchandise 
in this category. Plumbing sup- 
plies are a specialty, including soil 
pipe, drain tile, and septic tank 
materials. Mechanic’s tools, gar- 
den tools and supplies, and major 
appliances, are likewise fast mov- 
ing items. Mr. Hollingsworth also 
plans his seasonal promotions well 
in advance, to make sure he takes 
full advantage of his customers’ 
seasonal needs. 

Advertising, of course, is more 
than just a means of selling the 
specific item which is advertised. 
A well displayed and well stocked 
store is necessary to get the utmost 
benefit from such a program. 


Self-Service 


The Center Hardware Co. is set 
up along self-service lines, with 
open wall shelving and four-step 
display islands. The latter are ar- 
ranged in two rows of three 
islands to a row and running 
lengthwise in the deep and rather 
narrow store. Appliances are dis- 
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REDMOND, WASH. - PHONE 829! 
AL HOLLINGSWORTH 
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Sf 
%” GET SET TO SELL 
‘ HODELL SASH CHAIN 


The miles of Sash Chain that will be sold during the 
coming year would reach “from here to there’, and you 
want to get your share of this profitable, easy-to-handle 
business, 

Sell your customers something extra good—Hodell 
Woven Link Sash Chain. Links are formed and woven 
into chain from high-tensile steel or bronze. Extra 
strength is achieved by double thickness of the metal 
at the eye. Easy, silent operation and long wear are 
assured with this smooth, uniform, well-made chain. 
Available in five sizes, as illustrated. 

We also make Stamped Link Sash Chain in a full 
range of sizes. 

Hodell Sash Chain is packed in bags or on reels. 
Write for Catalog EX-49. 


Hodell is the name for 
dependable chain! 


speccuer, romp, uverry we. Hg LO@)° 4 PN) ee) AN, Df 
annie en encasiaeine: Established 1886 «+ CLEVELAND 3, OHIO 


Passing Link, Bulldog, Samson, 





Flat Link, Register. A division of — THE NATIONAL ScREW & MANUFACTURING COMPANY 
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played in the front of the store to 
get full benefit of foot traffic, with 
a few in front sidewalk displays 
with other items. Paints and gar- 
den tools, as well as the wrapping 
counter and register, are located at 
the rear to pull iraffic past all the 
other displays. Full fluorescent 
lighting ensures that all, merchan- 
dise will be easily visible with no 
dark corners and “dead spots.” All 
these factors, Mr. Hollingsworth 
points out, serve to increase sales 


per customer, enhancing by just 
that much the value of his advertis- 
ing program. 

To handle a sufficient quantity 
and variety of plumbing supplies 
to meet the needs of his customers, 
Mr. Hollingsworth recently built a 
separate warehouse in back of the 
store. Pipe and fittings are stored 
here, as are a variety of bathroom 
fixtures. Samples only of the latter 
are displayed in the store itself. 
The warehouse also gives ample 





space for storage of appliances. 
The store has a working arrange- 
ment with a local plumbing con- 
tractor who does the installation 
on jobs sold by the hardware 
dealer, for customers who want a 
“package deal” at the installed 
price. 

Before opening his Center Hard- 
ware Co., Mr. Hollingsworth was 
industrial sales manager for @ 
Seattle wholesale hardware com- 
pany. 


Friendliness Is Advertising 


ness which has built up the busi- 
ness of this two-year-old store to 
an annual volume of more than 
$50,000. And, that’s just in gen- 





eral hardware for the store does 
not sell major appliances. 

Another friendly service that 
Mr. Finwall offers newcomers is 
doing small repairs on their house- 
hold goods, such as lamps or small 
appliances, which may have been 
damaged in transit. He doesn’t 
charge for such simple repair 
jobs but tells his customers it’s 
just his way of advertising. 

The bulk of the Village Hard- 
ware’s $21,000 inventory is dis- 
played in a 30 by 45-ft. sales room 
which is modern in every respect. 
At the rear of the salesroom is a 
15-ft. storage room and _ office. 
This back room also serves to en- 
hance the store’s reputation as a 
service unit. Always kept in order, 
the room is often used by cus- 
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(Continued from page 37) 


tomers who Mr. Finwall invites 
to make use of a small tool kit he 
keeps there, or of his vise, for 
small “fix-it” jobs men like to do 


oO QO 


Part of the year- 
round display of 
toys. The store is 
a community busi- 
ness styling itself 
as "Your Friendly 
Hardware Store." 
It's a slogan that 
has built good 
will and traffic. 


0 0 


themselves. He also permits 
neighbors to borrow the kit and 
it’s always returned promptly. 

Mr. Finwall is constantly on the 
look-out for new business and his 
efforts in that direction have made 
the local jail one of his good cus- 
tomers for cases of paper toweling 
—used by the police in finger- 
printing—and for paper cups, 
toilet paper and other items. 

Even lunch rooms have become 
the store’s prospects. Recently one 
lunch room proprietor asked about 
grill stones which are used to clean 
grills. Mr Finwall checked on 
sources of supply for the items 
and meanwhile interested other 
lunch room operators in Coronado 
in the item. Before he sent his 
order in, he had sold seven stones 
and thus gained seven new steady 
customers. 





Housewares display in the 30 by 45-ft. Village Hardware. 
The store concentrates on its general hardware lines. 
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The active management of the firm, left to right: F. B. Hanlon, vice presi- 


dent; R. P. Edwards, vice president and general manager; George Skeval 


assistant general manager, and James Ross, treasurer. 


Burhans & Black's New Showroom 
A Complete Model Hardware Store 


Incorporates two different fixture finishes and 
four types of fluorescent lighting in setup for 
use of the trade only. 


HE new and recently opened 

show room of Burhans & Black, 
Inc... wholesale hardware distrib- 
133-153 Richmond Ave., 
Syracuse, N. Y., is a complete 
model hardware store, strictly for 
the guidance of hardware dealers. 


utors, 


Its layout was designed by the’ 


companys staff and the fixtures 
were provided by Sitka Spruce 
Lumber & Mfg. Co., Kansas City, 
Mo. The showroom, which does 
not have any display windows, is 
what Burhans & Black consider a 
model layout for a store of that 





y 54 ft.—and will be 
used for dealer guidance and for 
future spring and fall shows for 
the company’s customers. 

More than 300 dealers, from 
within a 100-mile radius, and some 
of their salesclerks 
the new display room in the week 
following Thanksgiving, special 
transportation being provided for 
dealers from the Rochester area. 
Both soft tone oak and mahogany 
display units are used in the new 
model store, to emphasize to 
dealers the different effects pos- 


size- 58 by 


were shown 


£ 


Part of the side devoted to tools, builders’ hardware and other lines of 

masculine interest. Two of the four different types of fluorescent lighting 

equipment are shown here—hanging units and, at the extreme left, the 
louvre type fluorescent fixtures. 
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Bassick 


Non-Marking Wheels 


Now Being Supplied As Standard 
Equipment To Provide Maximum 
Floor Protection At No Increase In Cost 
Over Hard Rubber Wheels 








Ordinary 
hoard rubber 
wheel 
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“Ke A phenolic resin compound 
characterized by extreme strength 
and attractive appearance 


It's easy to give your Customers positive 
proof that Bassick Casters with “‘Atlasite”’ 
Wheels will roll gently over the finest floors 
without leaving a single ugly mark. Simply 
draw an ordinary hard-rubber- wheeled 
caster sideways across white paper it 
leaves a blackssmudge. Do the same with a 
Bassick ‘‘Atlasite’’-Wheeled Caster . . 
the paper remains spotless. For faster, easier 
selling, order non-marking, better-looking 
Bassick ‘‘Atlasite’’ Casters from your dis- 
tributor. 















Sell floor protection 

At its height 7 
With Bassick Wheels 
Of “Atlasite”! 
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THE BASSICK COMPANY 
Bridgeport 2, Conn. 
DIVISION OF STEWART-WARNER CORP 


In Canada—BASSICK DIVISION 
Stewart-W arner-Alemite Corp., Ltd., Belleville, Ont. 


Bassick 


MAKING MORE KINDS OF CASTERS 
. .. MAKING CASTERS DO MORE 





Section of the women's side of the model store, the wall units of which are 
illuminated by concealed fluorescent lighting units. Wide aisles are a fea- 
ture of the store as is apparent in these illustrations. 


sible in these two tones. Lighting 
is provided by four different types 
of fluorescent fixtures—slimline, 
strip, louvre type and hanging 
units, as a working demonstration. 

Other recent changes in the com- 
pany’s facilities and services in- 
clude a new “Call For” depart- 
ment for local dealers and_ the 


cmployment of two representatives 
to assist dealers in planning their 
advertising and to seek ways for 
the company to better serve its 
trade. One specialty salesman is 
now concentrating on sporting 
goods and two are devoting their 
entire time to housewares and ap- 
pliance selling. 


Present officers of the company 
are: George Haight, president: 
Robert Edwards, vice-president 
and general manager; F. B. Han- 
lon, vice-president and James 
Ross, treasurer. Eighteen hard- 
ware and specialty salesmen and 
five industrial supplies salesmen 
represent the company at the pres- 
ent time. 


Founded in 1872 


Founded in 1872 as a retail con- 
cern by the late Henry N. Bur- 
hans, the company bought out 
several other retail stores and 
about 48 years ago acquired the 
former Syracuse Hardware & Iron 
Co., wholesalers, at which time 
Burhans & Black entered the 
wholesale field. In 1941 when the 
present stockholders acquired and 
reorganized the business it was 
moved to its present quarters, at 
which time the retail operations of 
the company were discontinued. 
C. G. Ralph, who served from 
1941 until April, 1949, as vice- 
president and general manager, 
resigned earlier this year as the 


result of ill health. 


What's the Temperature? How About the Weather? 
This Window Display Knew All the Answers 


| jacesneneig a popular song the 
words. of which are in part, 
“Baby, It’s Cold Outside,” and one 
hardware store capitalized on it. 

Frank Beck, display man for 
Flanegin Hardware Co., Inc., Lo- 
gansport, Ind., used the popularity 
of this song recently in offering 
the public an unusual thermom- 
eter and barometer window in 
which a circle of copy on a wall 
background said, “Baby, It’s Cold 
Outside—But How Cold?” That 


sign caught the eye. 
The Display 


On display were all the types of 
thermometers and barometers 
which could gladden the heart of 
weather prophet, amateur and 
professional, as well as_ thrifty 
housewives who like to thrust 
thermometers into the oven. The 
window attracted plenty of atten- 
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tion and _ boosted thermometer 
sales. 

Inside the store, the firm has 
thermometers and __ barometers 


mounted on removable panels 
which can be shifted seasonally to 
various parts of the store without 
difficulty. 





This window attracted people who were interested either in 
the temperature or the weather. In short, just about everyone. 
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A New Version 


\ \e 
@ The new Dazey . 
Cylinder Rotor-Dasher Model 4 . 
Electric Churn. Model Pt Gross Capacity. 
4-E-R. Glass Container. —2 Gal. Gross Capacity. 
1 Gal. Gross Capacity. 


Y% Gal. Churning ‘ans 
Capacity. =) 
— 


Today's improved ver- pie) 8) 
——aP 
sion of the Dazey — 6; 
Churn Grandmother - it 
—s 
used. Churns up to 2 , 
gal. quickly, quietly 
dably. E Model 66 
Model 4-E-R.— and dependably. Easy —6 Gal. Gross Capacity. 
1 Gal. Gross Capacity to use and clean, Model 1010 
ND teirsior Soa Economical. Sensibly —10 Gal. Gross 
. : Capacity. 110 Volt, A.C. 
MYAMAETALITE TLL Priced. See it at your “Ye. 


dealer's, or write: 


DAZEY CORPORATION © ST. LOUIS 7, MISSOURI 


Ge Sure 


Form a Dazey Chain 
of Kitchen Products « Can 
Opener ¢ Knife Sharpener 
Juicer e ice Crusher 
Blend-R-Mix « Nut Cracker 
Famous Dazey Churns. 
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STOVE PADS 

Gist Of g Miluap 
a Focareaved by 
Good Housekeeping 
< #0, J 
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ASK YOUR JOBBER 


SEND FOR CATALOG OF SIZES, DESIGNS, AND PRICES 
INCLUDING CHROME AND STAINLESS STEEL STOVE PADS 


5815 KINSMAN RD. 














| METALOID CO. cteverano , onto 
IN CANADA: 3 WELLINGTON ST. EAST TORONTO, ONT. 
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Complete 





OUTSTANDING QUALITY 


DUST 











Get your big share of the dust 
pan business. Feature and sell the 
Fulton Line. Top quality and fast 
selling. 


THE KITCHENETTE PATTERN 
Today's modern line, it's dainty, 
Sturdily 
will stand "lots 
Made in hooded and 


open pattern. 


attractive and efficient. 
constructed and 
of use”. 


® Colors—Black enamel, 
| Red or Green 

® Size—101/2" x 734" 
See your jobber or write 


today for colorful litera- 
ture on the Fulton Line. 


PATENT NOVELTY CO. 


FULTON 12, ILLINOIS 




















BUILT BETTER 
to LAST LONGER! 


Don’t sell quality short. That's whot 
makes satisfied customers. And that's 
what you'll find when you rely on the 
integrity of JACKMANCO methods. 
Built better . . . Last longer .. . 
More economy in the long run. 














- Superior 
\ Products 
\ Since 
1876 


MORTAR 
PAN 


MORTAR 
MIXING BOX 


JACKSON MANUFACTURING CO. 


HARRISBURG e PENNSYLVANIA 
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Straddle-Type 
W orksaver 


The Yale &*Towne Mfg. Co., Phila- 
delphia, Division, Philadelphia, Pai, of- 
fers an addition to its Worksaver line 





of “walkies.” A straddle-type electric 
fork-truck model, has power travel and 
will lift and tier pallet loads weighing 
up to 4,000 lbs., says maker. Designed 
for use with wing-type pallets, this 
truck may also be equipped with per- 
manent or removable steel plate plat- 
form and remote hoist control for use 
as a power-travel portable elevator or 
stacker. Truck has an articulating 
frame construction using two swivel 
wheels forward which provides utmost 
stability and, says maker, insures ade- 
quate traction through the power drive 
wheel on uneven floor surfaces. Avail- 
able in 3,000 and 4,000 lb. capacities 
in two models. One has an overall 
height of 83 in. fork elevation betore 
telescopic lift, 6114 in., telescopic lift, 
60 in., total lift 121%4 in. Second model 
has overall height of 68 in. fork eleva- 
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tion before telescopic lift, 46% in., tele- 
scopic lift, 45 in. total lift 914 in. 
Overall length is 82 in. with 42 in. 
forks, overall width is 54 in. Truck 
travels at two miles per hr. under full 
load. 





Bird Offers 32 Patterns 


Bird & Son, Inc., East Walpole, 
Mass., is offering 32 patterns for 1950. 
Line includes four new Armorlite rugs 
and nine new patterns in Armorlite 
yard goods. Also six new patterns in 
the Economy line of rugs with five ad- 
ditional Economy yard goods patterns. 
Three colors in counter cover and five 
new hall runners complete the list. Il- 
lustrated is the Armorlite red and gray 
—two tone reverse marbleized nine-in. 
block effect superimposed with a small 
scale diagonal figure in red and black 
on alternating squares. Also available 
is a companion pattern in the same re- 
verse, two-tone block effect but printed 
in ivory and gray with black and red 
accents. In the Economy rug series, 
as a modern contemporary scroll, 2305, 
an embossed effect against a wine-rose 
background. Random scroll is done in 
fawn and taupe embossed _ effect 





achieved by juxtaposition of light and 
dark areas. Rug has a subdued border, 
said to avoid optical effect of smallness 
in the room. 


Schalks' ‘Patch Paste’ 


Schalk Chemical Co., 351 E. Second 
St., Los Angeles, Cal., is introducing 
an instant-ready spackling compound, 
“Patch Paste.” It is packed in litho- 





graphed cans in % pt., 1 qt. and 1 
gal. containers. May be used to fill 
cracks, dents or gouges in all surfaces. 
Said to require no mixing, no sizing, 
no sealing and no sanding. May be 
painted over immediately. Maker 
claims it is safe to use under all types 
of paint—water mix, deep tone flats, 
gloss and enamel. 





Booklet on Store Front 
Use of Plexiglas 


Rohm & Haas Co., Washington 
Square, Philadelphia 5, Pa., is offering 
a two color 24-page booklet on how 
acrylic plastic Plexiglas can be used 
for store fronts. It illustrates more than 
12 actual applications of this weather 
resistant architectural material. Four 
pages are devoted to suggested store 
fronts which illustrate the most ad- 
vanced thinking in the application of 
this plastic. The final section, reverse- 
printed for clarity, shows structural in- 
stallation details which explain various 
methods used to apply the Plexiglas in 
situations commonly encountered. 
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Lumite Screen Display Rack 


Lumite Division, Chicopee Mfg. Corp., 
Chicago, Ill.. is offering the “Lumite” 
1950 all metal display rack, developed 
for the woven saran screening. Rack 





holds six rolls of the screening for 
operation and six rolls on the bottom 
shelves for storage. Display rack ex- 
hibits the screening, dispenses, meas- 
ures and cuts it. A Federal approved 
measuring gage measures the desired 
length of material. Rack measures 
66 in. high, 40 in. wide and 30 in. 
deep. Constructed with a small sturdy 
counter in front, built at a comfortable 
height for necessary operations. Fin- 
ished in orange. Weighs about 100 
Ibs. Retails for $19.95. The 100 ft. 
rolls are available in 24, 26, 28, 30, 32, 
36, 42, and 48 in. widths. 


Airex Spinning Tackle 


Airex Corp., division of The Lionel 
Corp., 34-19 10th St., Long Island City 
6, N. Y., offers Spinster reel No. 2, 
which retails for $13.50. Weighs about 
nine oz., gear ratio 3.66/1. Speed of 
line retrieve is about 22 in. per one 
revolution of the crank handle with a 
nearly full spool. Revolving cup made 
of light airplane alloy. Pickup finger, 
improved, longer and thicker (for $2.50 
extra Mastereel Roller Pick-up finger 
may be installed; all parts fit without 
alterations), straight tooth bevel type 
gears, demountable and _ reversible 
crank-handle also made of light air- 
plane alloy and anti-reverse lock, con- 
trolled by separate lever in rear of 
crank handle. 
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Airtites ¢ LockJoint Stove Pipe 





Milcor Airtite 
Heater 


Milcor LockJoint 
Stove Pipe 





Hot Money-Makers 
for Cool-Month Sales 


You can count ona profitable volume of business 
all year ’round from these steady-demand items. 
But for peak profits, the cool season is the time 
to feature them with advertising promotion and 
floor and window display. 

Stock up now and plug these features for really 
worth-while sales: 
Inland Comforteer Gas Heater: True winter comfort at 
amazingly low cost. Handsome, streamlined; designed 
for easy installation. Circulating, and Radiant-Circu- 
lating (unvented) 8,000, 12,000, 18,000 and 25,000 
BTU’s per hour, for any type of gas. Stock and sell 
both. Write for literature. 
Milcor Airtite Heater: Richly finished sheet steel with 
durable double-seam construction. Corrugated sides 
multiply heat radiation for added comfort. Collar de- 
signed to hold stove-pipe securely in sure-fit grip. 


Milcor LockJoint Stove Pipe: In Milcor Blue; available 
in all standard sizes. Easy-locking, notch-and-groove 
tight seam. Non-slip end lock to prevent side slip. 
Fade-away crimp for quick, easy assembly. 






INLAND STEEL PRODUCTS COMPANY 


FeRuERLY MiicoR STEEL COmMPanY 





MILWAUKEE 1, WISCONSIN 


BALTIMORE 24,MD. ¢ BUFFALO 11,N.Y. © CHICAGO 9, ILL. 
CINCINNATI 25, OHIO « CLEVELAND 14,OHIO © DETROIT 2, MICH, 
KANSAS CITY 8, MO. « LOS ANGELES 23, CALIF. « NEW YORK 22,N.Y, 
ROCHESTER 9,N.Y. © ST.LOUIS 10,MO. 
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Keystona Odorless Paint 


Keystone Paint & Varnish Co., 71 
Otsego St., Brooklyn, N. Y., has devel- 
oped “Keystona” one coat flat oil paint 
for use on walls, ceilings, and wood- 
work, said to be odorless. Maker says 
the unscented characteristic is not 
achieved through the use of a deodor- 
ant, but is specifically formulated and 
processed in order to accomplish the 
results. The odorless feature permits 
year-round painting; eliminates dis- 
comfort to invalids, babies, or em- 
ployees. Since rooms painted with odor- 
less finishes may be occupied following 





INE COAT 


LAT FINISH 


ODORLESS WHITE 





completion without waiting until fumes 
dissipate, the home is not upset so long 
and business establishments which de- 
rive income from premises, save money. 
Keystone says a can of paint is com- 
posed of three elements, one-fourth 
pigment, one-half solvent and one- 
fourth binder. Pigment is odorless, 
solvent, usually turpentine has been 
developed in odorless form by the 
petroleum industry and _ the binder, 
usually linseed oil which hardens and 
dies the paint, has been rendered 
odorless by Keystone. Available in 
qts., gals., and five gal. drums. There 
are 12 qts. packed to case, shipping 
weight 43 Ibs., 4 gals. to case—55 lbs., 
1 drum—75 lbs. 


Lamp Kit 

Deks, Inc., 482 Broome St., New York 
City, is offering a make-it-yourself lamp 
kit employing “Deks,” tufted squares 
of Lumarith, a Celanese acetate plastic. 
\ classically simple base of blonde 
pine, Deks to cover it,  self-colored 
tacks, complete socket, pipe, washers, 
nuts, wire harp and one special large 





WHAT’S NEW 








hole Dek to cover the top are included. 
Kit comes in two sizes, one has tour 
Deks up each side, the other three. The 
17 size Dek kit, one for top, retails 
for $5.95 and the 13 Dek size kit for 
$5.49. Base can be left plain or can 
be painted or stained. 


‘Stay Sharp’ Kitchen, 
Butcher Knives 


Robert Murphy Sons Co., Ayer, 
Mass., is again making “Stay Sharp” 
kitchen and butcher knives. Knives are 
to be packaged in one doz. assortments 
in an attractive counter display box. 
Another package is designed to hold 
three different “Kitchen Knives.” 


Spiral Picket Pins 

The Cleveland Chain & Mfg. Co., 
Cleveland 5, Ohio, is offering spiral 
picket pins, featuring a double ring 





swivel, said to prevent twistings and 
snarling. Also permits free movement 
around the picket. Maker says it 
can be easily inserted in the ground. 
Claimed also to withstand severe pull- 
ing strains. Made of *% in. bright gal- 
vanized steel, the pin has a sharp point. 
It is 18 in. long with five corkscrew 
turns said to be properly spaced for 
maximum earth retention. Packed six to 
cardboard carton, shipping weight 
18 Ibs. 


Folder on Tapered 
Sleeve Splice 


John A. Roebling’s Sons Co., Tren- 
ton 2, N. J., has issued a folder on the 
tapered sleeve splice, said to eliminate 
the necessity of sling users splicing 
their own sling loops. Rolled Joop 
and single tapered sleeve provides 
greater flexibility and compactness, ac- 
cording to the folder. 





Proto Adds Power 
Socket Wrench Sets 


Plomb Tool Co., Los Angeles, Cal., 
is offering three “Proto” power socket 
wrench sets. Set No. 7400C is de- 






s 





signed for use with various makes ot 
impact tools and wrenches. Provides 
six basic % in. drive socket wrenches 
with single hexagon opening of 7/16, 
%, 9/16, %, 11/16 and % in. Set 
No. 7400B also has six % in drive 
socket wrenches, but the openings 
range from 9/16 to % by 1/16 in. 
steps. Third set, No. 7400A, includes 
trom three to six each of the sockets 
in the other two sets, along with a 
universal joint, adapter, stud puller 
and four special sockets. 


Apex Putty Plow 


Apex Mfg. Co., 33 Franklin St., Buf- 
falo 2, N. Y., is offering the Apex putty 
plow which is said to clean all four 
sides and corners by twisting wrist. 
Pierces hardest of putty without split- 
ting sash or endangering glass accord- 
ing to maker. Permits removing glass 
without removing sash. Made of high 
grade tool steel, with hardwood handle 
and 45 deg. angle cutting blade. Packed 
1 doz. per carton. Weight, 6 Ib. Packed 
in units of six stapled to colorful 
easeled display card. 


wg Sage 
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Automatic Powdered 
Soap Dispenser 











Mocre Stamping Co., Peoria, Ill., 
offers an automatic soap dispenser 
known as the “Moore-O-Matic.” Mounts 
above the sink. When dispenser is 
pulled forward on the bracket, chute 
drops down to carry a moderate steady 
flow of soap powder to basin. Upon 
release of knob, it returns to wall ani 
flow stops automatically. Unit is 8 in. 
high, 3 in. wide, 5 in. deep. Dispenser 
is formed of sheet steel, with white 
baked enamel finish, trimmed with 
chrome-plated knob and cover. Holds 
standard size box of powdered soap. 
Mounting bracket is stamped from 
heavy gage steel and is cadmium plated. 
Mounting screws and full instructions 
are supplied. Boxed individually, 12 
boxes to case. 


1950 Scott-Atwater 
Outboard Motors 


Scott-Atwater Mfg. Co., Inc., 2901 
East Hennepin Ave., Minneapolis 13. 
Minn., has expanded its line of out- 
board motors in horsepower, price range 
and operating features for 1950. The 
1-30 “Shift” twin, model of 15 hp. with 
separate fuel tank and steering handle 
control of both throttle and spark, re- 





HARDWARE AGE, DECEMBER 29, 





1949 


tailing for $349.50, is top in horsepower. 
Lowest in horsepower is the price 
leader 1-12, a 3.6 hp. single to sell tor 
$99.50. Maker says this model has a 
high top speed for the racing fan, gives 
good all-around performance on_ the 
family runabout and can be throttled 
down to low speeds for the fisherman. 
Also features quick-acting carburetor 


drain, single knob control, and auto- | 


matic fuel shutoff and air vent, former- 
ly only on the 1-16 shift, 5 hp. model. 


Shift permits the motor to be run in 


reverse and neutral as well as the for- 
ward speed, says maker. Combined with 
neutral, it is said to give maximum 
control and promotes safety in water 
trafic. Automatic stop on_ throttle 
limits the speed in reverse and neu- 
tral. Models which have the Scott-At- 
water Shift are the 1-14, a four hp. 
single which has a trolling speed of 
one mph. and a top speed of 14 mph. 
priced at $149.50; the 1-16, illustrated, 
a five hp. twin which sells for $179.50; 
the 1-20 a 7.5 hp. twin which retails 
at $199.50 and the 1-30. Separate fuel 
system employs a diaphragm type 
pump similar in principle to an auto- 
mobile fuel pump. Pump eliminates 
the necessity for the hose and separate 
tank to be under pressure. 


‘Gee Pee’ Lawn Edger 


Korn Mig. Co., Houston. Tex.. offers | 


a new model Gee Pee lawn edger fea- 
turing a one-piece contour handle and 


a sharper bevel on the serrated disc, 
said to be self-sharpening. Edger has 
had the offset handle and the foot 
pedal. 


Sweeper Booklet 


E. R. Wagner Mig. Co., 4611 North 
32nd St., Milwaukee, Wis., is distrib- 
uting a point of sale booklet, featuring, 
“The Gremlins Who Mess Up You 
Rugs.” Tiny “Gremlin” characters sym- 
bolizing hair, dirt, thread, lint and 
crumbs, scamper across the book’s 
pages. Gremlins make their departure 
from the booklet’s pages as the the 
sweepers pans eject them into the 
trash pile. As the sweeper starts its 
action, the figures dejectedly point out 
the high points of their “nemesis,” the 
“Mov-O-Matic” combs and the “Adjust- 
O-Matic” brush. 


| 


| 
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YOULL GET 
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with the First and only 


COASTER BRAKE 
PROGRAM 


that Builds Business 





for Everybody 





SALES-O-GRAM 


MR. BICYCLE DEALER, EVERYWHERE, U.S.A 

BE ON THE LOOKOUT FOR DETAILS ABOUT 

THE NEW BENDIX ADVERTISING AND 
MERCHANDISING PROGRAM. BENDIX WILL SELL 
THE NEED, THAT SELLS THE BICYCLE, THAT 


SELLS BENDIX* COASTER BRAKES 
f\ 


*REG. U. S. PAT. OFF. 
gg i ad 














ECLIPSE MACHINE 
DIVISION of 


AVIATION CORPORATION 


ELMIRA, NEW YORK 











WHAT'S NEW 








‘Suburbanite Power Mower’ 
The E. T. Rugg Co., Newark, Ohio, 


offers the “Suburbanite” power mower 
which features: Briggs & Stratton en- 





gine, 1 h.p., four cycle, recoil starter, 
cutting width of 18 in., spring loaded 
clutch which is constantly engaged, 
fingertip throwout to two positions, 
namely, automatic re-clutch and_per- 
manent de-clutch. Also floating handle, 
% in. tubular steel, vibration free be- 
cause it floats, according to the maker. 
Also steel blades, licavy gage steel 
spiders. Wheels are 10% in. semi- 
pneumatic balloon type treated tires, 
chrome hub caps, oilite wheel bearings. 
Roller with three sections. Throttle 
control is said to readily adjust to con- 
venient walking speed. Throttle and 
clutch connected to motor with flexible 
cables. 


Waterproof Finish 
For Shingles 


Dewatex Mfg. Co., W. 42nd St. and 
Dyer Ave., New York City 18, offers 
“‘Asphalt-Seal,” a waterproof finish for 
painting and weatherproofing asphalt 
side wall and roof shingles. Said to be 
developed for use to restore dirty, 
weatherbeaten, insulated brick siding. 





Claimed to stop bleeding and crum- 
bling by sealing the pores of the sur- 
face, leaving a waterproof finish which 
will withstand atmospheric and weather 
conditions. Available in one and _ five 
gallon containers and comes in three 
light and four dark colors. 


Congo Fishing Cap 

The Brearley Co., Rockford, Ul., is 
offering the “Congo” fishing cap. Its 
crown of twill in light tan is tailored 
to fit the contour of the head. Long 
water-proof duckbill visor under-lined 
in glare-deadening green is said to pro- 
vide eye comfort during extended pe- 
riods over water. Cap is available in 
small, medium, large and extra large 
sizes. Packed one doz. to box. 


‘Pacemaster’ Reels 

The Lawrence C. Pace Co., Penob- 
scot Bldg., Detroit 26, Mich., is offer- 
ing “Pacemaster” reels. Shown at top 
is “Realite” 500, retailing for $4.95. 
Aluminum anodized _ natural color. 





Black plastic headring and matching 
handles. Level wind, 100 yd. capacity. 
Bronze bearings, helical gears. Built- 
in extra pawl. Double tension drag, ad- 
justable click. Quadruple multiplying. 
Featherweight spool, no backlash fea- 
ture, says maker. Natural cork arbor 
included as accessory. Other model 
shown is “Lefty,” 1600, left handed 
model. Chrome nickel satin finish. 
Black plastic headring and matching 
handles. Level wind. Helical cut gears. 
Double tension drag. 100 yd. capacity. 
Lightweight spool. Adjustable click. 
Natural cork arbor included as acces- 
sory. Retails at $6.95. 


Lennox Forced 
Air Gas Furnaces 


Lennox Furnace Co., Marshalltown, 
Iowa, is now offering a line of forced 
air gas furnaces. Heating units are 
made in the 160,000 and 200,000 Btuh 
input sizes. One central combustion 
chamber contains the burners in all 
sizes up to the 200,000 Btuh. Coming 
off the front of this combustion cham- 
ber is a cluster of narrow “clamshell” 
heat extractors which force the com- 








bustion gases into a thin layer thus 
giving maximum heat exchange to the 
heating surface, says maker. Heating 
surface temperatures stay below the 
maximum safe temperature allowed by 
AGA, it is claimed. Single port type 
of burner is used for each 40,000 Btuh 
of input and the burner can be ad- 
justed for any and all gases ranging 
from manufactured through the mixed 
and natural gases, on up to LPG. 
Units are shipped erected within their 
cabinets and the heating section is 
27% in. front to back, which size, the 
maker states, allows clearance through 
any standard door. 


‘Midget’ Louver 


Midget Louver Co., 6-8 Wall St., 
Norwalk, Conn., offers “Midget” louvers 
which are easy to install. No nails or 
screws needed. Swedge fasteners, 
equally spaced, keep it in place. Has 
an aluminum screen to keep out insects 
and slots for tension. Water deflectors 
keep out rain. The  all-aluminum 
louvers are available in four conveni- 
ent diameters: 1, 2, 2% and 4 in. 
Packed a doz. in box, 12 boxes to car- 
ton. 
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Micromatic Razor Display 
- American Safety Razor Corp., 393 
Jay St.. Brooklyn. N. Y., is offering a 
display which features Gem’s “Micro- 





matic Razor’ and “Push Pak” razor 


blade dispenser, center piece showing 
dispenser, blade and razor in three- 
dimensional effect. One side piece 
shows Gem’s features of the blade dis- 
penser, designed so “blade edges can’t 
touch” each other with show window to 
indicate number of blades still remain- 
ing in the package. 


Story of Television 


Motorola, Inc., Chicago 51, IIL, is 
offering to dealers for customer dis- 
tribution a booklet entitled, “Here’s 
How To Be A Television Expert.” 
Includes numerous drawings to clarify 
and dramatize the text. Main theme is 
an elementary explanation of television, 
its production, its reception, its history, 
how networks are made. Also advises 
prospective television set buyers on 
location of set and whether or not one 
should use light in the television- room. 
Concluding section, written in dialogue 
style, is devoted to pertinent questions 
in the minds of most laymen. 





Erco Metal, Wood Letters 


Erco Mfg. Co., 2368 N. Elston Ave., 
Chicago 14, IIL, is offering metal and 
wood letters in cast bronze, aluminum, 
stainless steel, wood and other materi- 
als. All sizes and styles for every 
purpose, says maker. Made from 4 
to 36 in. high in a variety of thick- 
nesses. Styles include: Kabel, Roman, 
Gothic, Broadway, Ribbon or Prismatic. 


ERCO 


Also made in sizes from % to 4 in. 
high in Runic, Tablet, or Classic de- 


sign. Can be made larger. Letters and 
figures are furnished with spurs on 
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back, or drilled for attaching. Aver- 
age thickness is % in. on letters from 
%, to 3 in. high. Larger letters and 
figures proportionately thicker. House 
numbers, polished cast brass, 4 in. 
high, furnished with wood screws. Also 
hand hammered bronze house numbers. 
Said never to stain door. Made in 
hammered old bronze finish or black 
iron on bronze, also with wood screws. 


— 


Landers, Frary & Clark, New Britain, 
Conn., is offering a four-color four- 
piece counter display unit which tells 
the story of the Universal electric 
blanket at a glance. Display utilizes 


CCUTLELTS 
Ebetic Slankél ' 





the full color box cover as a focal 
center. Blanket in box provides a three 
dimensional effect. 





‘Qua-Lastic’ Lawn Hose 


Quaker Rubber Corp., Tacony & 
Comly Sts., Philadelphia 24, Pa., is 
offering “Qua-Lastic” lawn hose which 
is not a plastic and is not a complete 
synthetic. It is a compound called 
“Syn-Lastic.” The hose which was orig- 
inally offered only in black is now avail- 
able in blue also. Maker says that after 
a test period in which a length of the 
hose was stretched across a highway 
where an estimated 10,000 vehicles 
passed over it, full pressure was ap- 
plied and the hose showed no effects. 
Maker claims the hose is practically 
kinkless. Maker guarantees this hose 
unconditionally against defects in work- 
manship and material for five years. 
Also if the purchaser receives less than 
the guaranteed service, and he returns 
the hose and certificate to the company, 
it will be replaced. Available in 25 
and 50 ft. lengths and equipped with 
nickel plated couplings. Four other 
brands of hose are offered by Quaker— 
“Quaker,” guaranteed 15 years, in 
green, sizes %, % and 1 in., two braid 
construction, nickel plated couplings; 
“Surprise,” 10-year guarantee, black, 
red and green, sizes % and %4 in. two 
braid construction, brass couplings; 
“Phildell” brand, five-year guarantee, 
black, red and green, 54 and % in. 
single brand construction, brass coup- 
lings, and “Coronet,” 5% in. black, un- 
branded, brass couplings. Company 
offers, mat service, direct mail, counter 
displays, window streamers, radio com- 
mercials, counter folders and hand bills. 
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For man, woman or child 


YANKEE 


No. 41 Automatic Drill 





easiest fo use... 






easiest to sell 












Posh it! ... nothing 
could be easier or more 
attractive to housewife, 
handyman or to the skilled 
mechanic. Sturdy spring 
in handle makes drilling 
any hole a simple, one- 
hand job. Return stroke 
revolves drill backward to 
clear chips. Magazine 
handle contains 8 drills 
... 146 to 1444 inch... easy 
to see, select and replace. 
Drills easily inserted and 
removed from chuck; yet 
cannot pull out in. use. 
Chromium plated, fine 
looking and sturdy as all 
“Yankee” Tools. Every 
one you sell makes a 
friend as well as a profit 
for you. 


YANKEF TOO\S NOW PART OF 


THE TOOL BOX OF THE WORLD 


NORTH BROS. MFG. CO, 


Philadelphia 33, Pa. 









‘Do-All' Reel 


Bronson Reel Co., Bronson, Mich., of- 
fers the J. A. Coxe “Do-All” reel. Made 
of chrome-plated brass, the reel has a 
150 yd. capacity. Maker claims it may 
be used for salt water, river or lake 
trolling. It is equipped with stainless 
steel pawl for protection against rust 
and corrosion. Specially designed screws 
on head cap are said to permit instant 
take-apart without tools. Non-revers- 
ing handles can be released instantly 
by thumb lever on head cap for cast- 
ing, it is claimed. Coxe Star drag is 





designed to enable fisherman to play 
every catch with ease. 


Making of Shotgun Shells 


Remington Arms Co., Inc., Bridge- 
port, Conn., offers a booklet titled, 
“Shot Shell Highlights For Salesmen” 
which tells the story of the manufac- 
ture of Remington shotgun shells in 
easily understandable terms. Designed 
for the use of retail salesmen who han- 
dle Remington products. It is a graphic 
picture story. 


‘Spray-O-Namel' 

Illinois Bronze Powder Co., 2023 S. 
Clark St., Chicago, is offering a line of 
enamels and metallic finishes which 
are sprayed from the self-powered 
aerosol type of can. May be used on 
woodwork, furniture, cards, radiators, 
and small hard to paint objects. White- 
enameled friction lid protects the valve 
against accidental release. Container 
is said to operate with equal eftfective- 
ness whether the spray is aimed up- 
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WHAT'S NEW 








ward, horizontally or downward. Avail- 
able in aluminum finish, white, black, 
Chinese red, green, yellow, blue and 
gray. A display shipping carton is 
available with “Spray-O-Namel.” Car- 
ton is open and the cans of “Spray-O- 
Namel” stacked in pyramid form leav- 
ing display area above the cans. 


Lasts, Stands Packed 
Set to a Carton 


The Star Heel Plate Co., 357-391 
Wilson Ave., Newark, N. J., packs its 
lasts and stands, one set to a carton. 
They are still packed in bulk if desired 
but the new carton eliminates handling. 


'Hydro-Drive Champions’ 
Champion Motors Co., 1433 Stinson 
Ave., Minneapolis, Minn., offers the 
hydro-drive Champion motors’ which 
feature a fluid clutch on the super 
deluxe 4.2 and 7.9-hp. motors. Said to 
provide the same flexibility of per- 


rr =. 
JA4 - 








formance from a dead stop to full 
speed ahead. Throttle controls motor 
speed and the Hydro-drive clutch con- 
trols the propeller speed. Maker claims 
the motor can be started in neutral in 
shallow water and then tilted to just 
clear the bottom. Maker says if the 
propeller hits a snag, it stops and the 
clutch “slips” free. 





Philco Accessory Products 
Philco Corp., Philadelphia, Pa., is 


making three types of biconical tele- 
vision aerials for installations requir- 
ing outdoor antennas, six alignment 
jigs for simplifying the servicing of 
Phileo television receivers and the 
Philco model M-20 three speed record 
changer and 45 r.p.m. record adapter 
discs and non-slip driver. The three 
speed automatic record changer, model 
M-20, plays all records, all sizes, all 
three speeds automatically with a 
single tone arm. 


Black & Decker 
Merchandising Unit 


Black & Decker Mfg. Co., Towson, 
Md., is offering the home utility tool 
“merchandiser” illustrated to its deal- 





ers. Unit incorporates an attention- 
getting plastic sign. 





Drill Kit, Accessory Catalog 


Portable Electric Tools, Inc., 320 
West 83rd St., Chicago 20, IIL, has is- 
sued a four-page catalog on electric 
drill kits. Kits combine the 1950 
Zephyr model portable electric drill 
with various assortments of accessories 
to be used with the drill for buffing, 
cleaning, polishing, sanding, tool grind- 
ing and other operations. Each kit is 
complete with metal carrying case. 
Catalog gives prices on nine models 
and description and prices for 15 dif- 
ferent accessories for the drill. 


Sawing Washer Display 

Warren Dado Sawing Washers Co., 
70 Medbury Ave., Detroit, Mich., is 
making a semi-mechanical counter dis- 
play in five colors which is said to 
explain the “wobble action” and show 
the sawing washers in use. Display 
stands on its own attached easel and 
has a pocket for giveaway literature. 
Sent complete with a dowel rod as a 
saw arbor, heavy rubber washers as 
jam nuts and a sturdy cardboard disk 
to represent the saw blade. Blade is 
said to revolve in the exact sideways 
motion of an actual saw in use with 
Warren washers. 
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Poloron Merchandising Aid 


Poloron Products, Inc., 55 Ave. E.., 
New Rochelle, N. Y., is offering a 
“Tree Trunk” display to provide the 





dealer with a complete picnic depart- 
ment. Reproduced in full color, the 
display invites groupings of additional. 
related items about it; permits de- 
partmentalizing a section of the store 
as “Vacation Headquarters.” Unit can 
serve as center piece of a window, as 
an end-of-aisle or island display or, 
since its design eliminates need of an 
easel, it can be placed flush against 
a side wall. 


Glass Louvre Windows 


Midwest Louvre Lite Co., 2040 W. 
Washington Blvd., Chicago 12, IIl., is 
offering glass louvre windows, and 
doors in aluminum frames. Feature 
controlled draft-free ventilation; for 
bathrooms, glass block ventilating com- 
bination; living room, plate glass pic- 
ture window and ventilation combina- 
tion in aluminum frame. For _base- 
ments, windows can be left open day 
and night; maker says rain will not 
come in. For porch enclosures—keeps 
out snow in winter and rain and in- 
sects in summer. In interior connected 
rooms or offices, partitions provide a 
ventilating well. “Ventlock” operator 
automatically locks louvres at any de- 
sired angle from air tight closed posi- 
tion to practically 100 per cent venti- 
lating opened position, says maker. Sec- 
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tional control operators may be spaced 
strategically permitting any desired por- 
tion of the window to be opened while 
the remainder retains its air tight 
closed position. For windows: insect 
proof aluminum screen recesses on in- 
terior of window remaining in place 
year round, 


Bench Shaper Bulletin 


South Bend Lathe Works, South 
Bend 22, Ind.. is offering bulletin No. 
500, illustrating and describing _ its 
7-in. bench shaper. Four-page bulletin 
is printed in two colors and is 81% by 
11 in. in size. In addition to a com- 
plete description of the 7-in. bench 
shaper, a three drawer steel stand, 
motors and tools are shown. Prices of 
all items are listed. Bulletin says the 
bench shaper has the built-in accuracy 
and versatility for rapid machining on 
small parts. Stroke rate per minute is 
said to be higher than on_ larger 
shapers, permitting greater production 
on work within its capacity. 


Toy Television Set 


Hollywood Toy Television Corp., 
1225 S. Talman Ave., Chicago 8, IIL, 
is offering an automatic toy television 
set. The electrically operated plastic 
set features three half-hour programs- 
Hopalong Cassidy, Gene Autry, Woody 
Woodpecker and others. Set is oper- 
ated solely by the child. Suggested to 





retail for $9.95; additional half-hour 
programs are available at $1 each. 
An automatic demonstrator set in con- 
junction with a merchandising counter 
display stand is available for windows 
and counters. 


'Permite’ Varnishes 


The Paint Division of Aluminum In- 
dustries, Inc., Cincinnati, Ohio, is of- 
fering a line of exterior and interior 
varnishes for floors, furniture, lino- 
leum and woodwork, under the name 
“Permite.” Maker says the line features 
good flow and body and it affords a 
hard yet elastic finish. Included are: 
Interior-Exterior Spar Varnish,  In- 
terior Clear Gloss Floor Varnish, In- 
terior Semi-Gloss Varnish, Exterior 
Marine Spar Varnish and Spar Oil. 
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FINEST hand mower 

Blair ever made. The 

seventy years of 
experience behind 

every Blair mower 

is reflected in the 
satisfaction they 

The m guarantee your 

Pilgrim , customers. 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 



















(Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 
CJ 


WILL NOT SHRINK| 
STICKS AND STAYS Pur 
aie 











Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 










* DONALD 
DURHAM 
COMPANY 
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WHAT'S NEW 








Savage 21 Inch Power Mower 


Savage Arms Co., Chicopee Falls, 
Mass., is offering the Savage 21 in. power 
mower, “Yard Chief” which features 





fingertip clutch and speed controls, non 
fixed handle; Briggs & Stratton, four- 
cycle 1% hp. engine, rugged chassis 
and engine deck, enclosed chain drive, 
adjustable, heavy-duty tractor tread 
tires, handy oil cups. Height of cuts, 
% to 2 in. Net weight 118 lbs; ship- 
ping weight 132 lbs. Two color baked 
enamel finish. Also features grass 
guards to prevent reel clogging, timken 
reel bearings, ‘“Sta-Temp” blades, 
double riveted to five cutter heads and 
positive underknife adjustment. 


Heating Unit, Filter 
For Poultry Fountains 


Miller Mfg. Co., 251 W. Kellogg 
Blvd., St. Paul 2, Minn., has introduced 
a heating unit as well as a special 
filter for its line of “Little Giant” Auto- 
matic poultry drinking fountains. Heat- 
ing unit is designed to prevent water 
from freezing and it operates on 35 
watts. Poultry raiser can provide clean, 
fresh water for his flock without heat- 
ing the poultry house to keep drinking 
water from freezling. Unit is a strap- 
like appliance laid around the L-pipe 
and fountain stem with the end drop- 
ping into the water in the bowl. Unit 
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held in place on pipe with insulation 
tape. Unit completely insulated. Retails 
for $3.65. Filtering unit is designed to 
keep water free from foreign material at 
source of water supply. Consists of a 
group of filtering screens encased in 
a container which is attached to water 
outlet pipe at source of supply. 





‘Roast Ressler’ 


K. G. Niblack, P. O. Box 13, Station 
H, Buffalo 4, N. Y., offers “Dad’s Roast 
Ressler,” which consists of two die 
castings connected by a stainless steel 





stud; a pin through the stud complet- 
ing the assembly. Features serrated 
arms. Three positions are available. 
Made of brightly buffed solid alumi- 
num. Retail for $4.95. 





Gibson Refrigerators 


Two refrigerators featuring top-to-toe 
refrigeration for apartments, cottages 
and small homes are offered by Gibson 
Refrigerator Co., Greenville, Mich. 
Each has more than seven cu. ft. of 
storage capacity. Design employs a 
full length door. Cabinet has smoothly 
rounded corners and exterior dimen- 
sions of units are 2414 in. wide by 58% 
in. high. Equipped with chrome hard- 
ware and finished with white Dulux 
inside and out. Automatic light i!lu- 
minates the food cabinets. Both avail- 
able with either right or left hand 
doors. Equipped with the “Freez’r” 
locker and “Fresh’ner” shelf, model 
720 with shelf area of 11.9 sq. ft. has 
two cube trays, one tilt-out and one 
“Jiffy-Cube” plastray. Other features 
include sliding crisper and refrigerator 
wire storage bin. Retails for $214. 
Model 700, retailing for $189.95 has 
13.6 sq ft. of shelf area. Equipped with 
simple accurate control, says maker 
and an oversize freezing unit fitted with 
two ice cube trays. Deep glass defrost- 
ing dish doubles for storing meat. 
“Snap-Seal” door latch provides an air 
tight seal on full length door, it is said. 
Through arrangement of heavily plated 
shelves, tall beverage bottles and half 
gal. milk bottles may be stored. 


Hotpoint's 12 Matched 
Electrical Appliances 


Hotpoint, Inc., 5600 W. Taylor St., 
Chicago 44, IIl., offers 12 matched ap- 
pliances, including automatic ranges, 
dishwashers, refrigerators, freezers and 
ironers which follow a design trend 
toward operation with pushbutton or 
dial control. High lights of the line 
are a pushbutton range retailing in 
the medium price bracket; a ready- 





plumbed dishwasher-sink that may be 
installed at less than half former costs; 
combination refrigerator-freezers, retail- 
ing in the intermediate price class; 
an 11 cu ft. home freezer, low cost ro- 
tary ironer and the five footer apart- 
ment kitchen. A time saving device 
featured on the sink is a faucet con- 
trolled by a single lever. Up and down 
motion controls the volume while tem- 
perature is selected by moving iever to 
left or right. Two top ranges in single 
and double oven models are operated 
by pushbuttons and have 6 in. instant 
heat utility unit. Medium priced push- 
button range has controls mounted in 
a panel on the right side of the back- 
-plasher. 


Proof Coil Chain 
Shipping Container 


Columbus McKinnon Chain Corp., 
Tonawanda, N. Y., is making shipping 
containers for all grades of Inswell 
proof coil chains. For small dealers 
and for floor use, a blue and yellow 
plywood drum measuring 15 in. high 
and 11% in. in diameter is offered. 
Size and quantity of chain printed in 
large figures. Dealer lifts off lid with 
finger grip ring, serves the customer 
and replaces lid. Chain is also packed 
in 1000 lb. steel drums. 
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Williams Wrench Line 


]. H. Williams & Co., 400 Vulcan 
St., Buffalo 7, N. Y., is introducing 45 
and 90 deg. bent handle construction 





wrenches in carbon and alloy steels, 
in a complete range of sizes and styles. 
Maker says these wrenches facilitate 
work in close quarters where maximum 
accessibility and leverage are required. 
Williams claims this type of wrench is 
useful on flange and pipe line work. 
Openings from %s to 2 in. 


Starrett Adds 'Fast-Kut' 
Band Knives to Saw Lines 


The L. S. Starrett Co., Athol, Mass., 
has added flexible band knives to its 
line of cutting hacksaws and band 
saws for cutting metal, wood, plastics, 
etc. On stack cutting, trimming, slic- 
ing or cut apart operation, the band 
knives are said to cut with a keen slic- 
ing action which produces no chips, dust 
or waste material. Cut surfaces are 
smooth and free from ragged edges. 
Knives are available in a complete 
range of widths and thicknesses, in 
straight-edge, scallop-edge and wavy- 
edge types, either single or double 
bevel and in coils of any length or 
cut to length and welded. Wavy-edge 
types are made: 14, %, 1, 1%4, 14, 2 
or 3 in. between waves, scallop-edge, 


¥% in. scallop only. 


File Handle 


Riverview Foundry Co., 1148 Davol 
St., Fall River, Mass., is offering a 
file handle which may be used with 
either flat or half round files. Said to 
fit all sizes from 8 to 16 in. in length. 
May also be used with carpenters’ 
rasps. Maker states that since filing 
is done with a planing motion, uneven 





filing and corner rounding is eliminat- 
ed. “Handee-Guide” file handle has 
a tapering groove into which the shank 
of the file slips. A tap on file is 
claimed to secure it firmly. The groove 
itself is made from specially hardened 
steel to prevent it from being worn 
down. Handle is designed to fit the 
hand and fingers comfortably. The 
pressure is downward and evenly con- 
centrated at the start of the stroke, it 
is said. Finger grip of handle loops 
over file, protecting the hands. Sug- 
gested to retail for 49 cents. 


American Mfg. Calendar 
American Mig. Co., Noble & West 

Sts., Brooklyn 22, N. Y., is offering 

copies of its 1950 calendar entitled 


American Manuracrorinc Company 


ape - Inine - Ookum - Packing 


OEE emt WHET HEREIN BOLTS ot VR 


Clipper “Midnight,” original painting 
of which was done by Montague Daw- 


son. 


Potato Baker 


Carlisle Mig. Co., 138-142 Avon Ave., 
Newark 8, N. J., offers a potato baker 
the cover of which is of aluminum con- 
struction, mirror polished. Base is of 





24 gage cold rolled steel. aluminum 
coated. Utilizes a new type of double 
pronged heat vents. Handle bracket is 
nickel plated. Handle and knob are 
heat resistant material, Packed in in- 
dividual containers, with a doz. con- 
tainers to master case. Baker retails 
for $1.95 east of the Mississippi. 
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See the 
1950 
ROYAL 
LINE 


* 


DON'T FAIL TO SEE 
OUR DISPLAY OF 1950 
GAS HEATERS AND 
FIREPLACE FIXTURES 


Space O, 17th Floor 


JANUARY MARKET, CHICAGO 


CHATTANOOGA IMPLEMENT 
& MANUFACTURING CO. 


CHATTANOOGA 6, TENNESSEE 
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A Merry 
Christmas 


and a 


Happy New Year 








to you 


and 








Yours 


May We Say 
THANK YOU 





SUPERIOR FASTENER CORP. 
2949 Elston Ave. Chicago 10, Ill. 




















DESIGNED TO SELL 









WITH THE NEW 
MECHANICAL 
CLUTCH 


DEALERS—It pays off in good, fast 
profits to get full details about Homko 
power and hand mowers. Many sales 
features . . . demonstrations that sell 
- « «. competitive retail prices ... 
and full discounts. Homko mowers 
operate simply and easily for many 
seasons. Write today for complete 
information. 











Model Cut H.P. Motor* Shpg. Wt. 
LP-228 18” 1 4 cycle gas 108 Ibs. 
LP-230 20” 1 4 cycle gas 112 Ibs. 
LP-430 24” 2 4 cycle gas 136 Ibs. 





*choice of Briggs & Stratton or Clinton 


WESTERN TOOL & STAMPING CO., 


2725 Second Avenue - Des Moines, lowa 
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WHAT'S NEW 





Screwdrivers ''S" Series 


Great Neck Saw Mfrs., Mineola, 
N. Y.. is offering a stainless steel screw- 
driver line, the “S” series. Line in- 
cludes midget screwdrivers with pockei 
clip, stubby and electricians’ screw- 
drivers, radio and cabinet type. Tools 
are said not te rust. Blades are tem- 
pered and hardened their entire length: 
bits are precision ground to size. Han- 
dles are engineered for maximum grip 
efficiency, and of amber color. Make1 
claims they will not chip and are non- 
absorbent to grease or oil. Since the 
blades and handles are “molded” to- 
gether, the screwdrivers are twist proof. 


Bicycle Institute Safety Film 


Bicycle Institute of America, Inc., 
122 E. 42nd St., New York City 17, 
has released the film, “Bicycling Safely 
Today.” Institute says the most not- 
able feature is that the safety message 
is definitely a positive one, showing 
the bicyclist how to ride safely and 
happily. Woven in with the safety 
sequences, too, are entertaining scenes 
showing the many-sided pleasures de- 
rived from bicycling. Runs 20 min- 
utes. Also available are two other 
films, “On Two Wheels,” produced by 
General Motors and “Bicycling With 
Complete Safety.” by B. I. A. 


‘Nu-Rail' Aluminum Fittings 

Reynolds Metals Co., 2500 S. Third 
St., Louisville, Ky., is introducing alu- 
minum fittings for pipe structures, said 
to cut installation time up to 80 per 
cent. “Nu-Rail” consists of three basic 
units from which 14 different arrange- 
ments can be made, plus a modified 
cross floor and wall flange and end 
plug. When combined with Reynolds 
aluminum pipe, maker says many differ- 
ent pipe structures as well as conven- 
tional types of structures can be pro- 
duced. A brochure describing the uses 
of these new fittings is available. Pro- 
fusely illustrated, it tells how all pipe 
threading and welding is eliminated 
with these fittings by use of two hol- 
low point screws recessed in each re- 
inforcing rib. 


‘Shop-on-a-Bench' 

Berkroy Products, Inc., 2516 N. On- 
tario St... Burbank, Cal.. is making 
“Shop-on-a-Bench” which includes five 
accurate and versatile sheet metal work- 
ing tools, according to the maker. The 
heavy gage steei stand is 68 in. long, 
18 in. wide and 35 in. high. Tools said 
to produce accurate clean work on 
sheet steel up to 20 gage. Stand pro- 
vides clearances in the use of each tool, 








but is compact. Tools include shear 
and clamping head accessory, hand 
punch, nibbler-slitter; 12 in. slip roll, 
and 12 in. folder-brake. Stand and five 
tools retail for $217.50. 


New Carton for 
Milk Filter Discs 


Schwartz Mig. Co., Two Rivers, Wis., 
is offering a carton for its Perfection 
milk filter discs. The design is a com- 
bination of a pale blue and dark blue 





with bold white display of the Perfec- 
tion trade mark. One side is devoted 
to detailed explanation of Perfection 
milk filter dises. 


Door Kick Plate 


Ruby Products Co., 430 N. Water St., 
Milwaukee 2, Wis., offers a plastic kick 
plate door protector, 21 in. wide and 
6% in. high. Saves paint on doors. 
Said to be especially good for storm 
and screen doors as well as swinging 
doors. Can be trimmed with razor 
blade for window sills, stair risers, door 
knobs or light switch plates. Retail 


29 


for 
doz. sheets to carton, four Ibs. 


cents. Shipping weight, two 
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WILLIAM L. HUGH- 
SON, who has the distinction 
of being the first Ford auto- 
mobile dealer in the country, 
has been engaged in the hard- 
ware trade for 60 years. In 
1889, in company with another 
young man, he decided to 
leave Buffalo, N. Y., to seek 
his fortune in the West. Put- 
ting their bicycles in the bag- 
gage car they took a train with 
some hardware, shoe polish 
and dog collars. They sold 
their wares in cities along the 
way in order to earn their 
fares to California. When 
they arrived in San Francisco 
they had only $26.00 and a 
ticket to Los Angeles. Mr. Hughson went to work for 
George F. Eberhard, who had a few good hardware lines, 
and stayed for three years until he became vice-president. 
In 1892 he decided to go into business and took L. B. 
Merton as a partner. In 1928 he was joined by Fred 
Wigmore, his present partner in the business, which is 
still selling some of the same lines it has handled for 
years. Hughson & Merton has been in business for 57 
years. Mr. Hughson has the distinction of being the first 
Ford dealer in the country, and may even be the oldest 
auto dealer. The Wm. L. Hughson Co., Inc., auto firm, 
San Francisco, of which he is president, was started 
in January 1903. Mr. Hughson had the first office build- 
ing on Market St. after the great San Francisco fire and 
earthquake. Mr. Hughson was president of the Down- 
town Association (of San Francisco) for three years; 
was Potentate of Islam Temple of the San Francisco 
Shrine in 1937, and was chairman of the East-West Foot- 
ball Ticket Committee. His hobbies used to be fishing 
and hunting. but now he devotes his spare time to farming. 





WILLIAM L. HUGHSON 


SAMUEL SMYTHE, 
oldest salesman of Topping 
Brothers, New York City 
wholesalers of mill supplies 
and heavy hardware, joined 
that company 5@ years ago, on 
Oct. 4, at the age of 13. At 
that time deliveries were made 
by horse-drawn wagons. Fred- 
erick Topping watched the 
earnest youngster advance 
from pick-up boy through 
stock clerk and various of- 
fice jobs and after eight years 
gave “Sam.” as he is affec- 
tionately known, the oppor- 
tunity to prove himself in 
sales. He became one of the 





SAMUEL SMYTHE 


firm’s top salesmen. His in- 

terest in European and Near East mission work took him 
to London, Paris and Switzerland, last spring. Needless 
to say, “Sam” was very chagrined when his favorite 
Dodgers failed in the World Series. He sees most Eb 
bets Field games from a box which he maintains for the 
use of his customers and friends~ 


ga 
GUS E. DOERCK, chair 


man of the board of Henkle 
& Joyce Hardware Co., whole 
sale hardware firm of Lin- 
coln, Nebr., began his hard- 
ware career as clerk in a 
Sabetha, Kan. store on Dec. 
26, 1894. He worked there 
until 1898 when he went to 
another store in Beatrice, 
Nebr., where he worked for 
more than a decade. From 
1899 to 1902 he was employed 
in another retail store in Lin- 
coln, Nebr. and then went to 
work for the Henkle & Joyce 
firm. Mr. Doerck is a Ro- 
tarian, a member of the Scot- 
tish Rite of the Masonic order 
and a Shriner. Fishing and hunting are his hobbies 
On Nov. 12 he observed his 71st birthday. 





GUS E. DOERCK 


Oo oO J 

PAUL C. TAYLOR has 
been a hardware store owner 
since 1894. He operates a 
store at Belmar. N. J., together 
with his son, John A. Tay- 
lor. He started his hardware 
career in 1893 with the Point 
Pleasant Hardware, Point 
Pleasant, N. J. For two years 
he was mayor of Belmar and 
was active in Y.M.C.A. work. 
Mr. Taylor enjoys hunting and 
fishing. He started hunting at 
the age of 12 and_hasn’t 
missed a season since. He ob- 
served his 78th birthday on 
Oct. 18. PAUL C. TAYLOR 
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L. V. Rowlands, General Mer. 
Of Hardware Age 


J. G. Wilcox, Advertising Mer. 


Leonard V. Rowlands, for ten 
years sales manager of HARDWARE 
Ace, has been appointed general 





LEONARD V. ROWLANDS 


manager of the publication to 
succeed the late Charles J. Heale 
it was announced by Joseph S. 
Hildreth, president of Chilton 
Company, Inc., Philadelphia, pub- 
lishers of Harpware AcE and 
other leading business papers. 
Mr. Rowlands joined the Harp- 
ware AGE staff in 1931 as eastern 





JOHN G. WILCOX 
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manager. 


manager which post he filled 
until, in 1939, he was appointed 
sales manager with headquarters 
in New York. Mr. Rowlands has 
gained a wide acquaintance in 
the hardware field and in mar- 
keting and advertising circles. 
Simultaneously Mr. Hildreth 
announced the appointment of 
John G. Wilcox as advertising 
manager of Harpware AGE. Mr. 
Wilcox joined the Harpware ACE 
organization in 1926. After 12 
years experience in the advertis- 
ing department he became cir- 
culation manager, remaining as 
such until he entered the army in 
1942. In 1945, after three years 
of active service in the Mediter- 
ranean and European theaters, he 
returned to HARDWARE AGE 
director of research. 


as 





R. C. NEELY NAMED 
AMARILLO HDWE. 
VICE-PRESIDENT 


R. C. Neely, Jr., formerly sec- 
retary of the Amarillo Hardware 
Co., wholesalers, Amarillo, Tex., 
has been promoted to the posi- 
tion of a vice-president of the 
company. Jim Tolleson, trea- 





A year later he was 
transferred to Chicago as western | 





surer, will assume the added du; 
ties of secretary. Other officers 
of the company include: E. W. 
Pipkin, vice-president; G. C. 





R. C. NEELY, JR. 


and 
secre- 


Ratcliff, vice-president; 
Bruce Cathey, assistant 
tary-treasurer. 


VAUGHAN DROPS 
NOVELTY FROM 
CORPORATE NAME 


Vaughan Novelty Mfg. Co. has 
announced that its firm name has 
been changed to Vaughan Mfg. 
Co. Corporate structure, manage- 
ment, personnel and policies are 
not affected by the name change. 
The firm’s headquarters and 
manufacturing operations will 
continue at 3211 Carroll Avenue, 
Chicago 24, IIl., location of the 
Vaughan plant for over 30 years. 








Reading Hardware Discontinues 
Builders’ Hardware Operations 


In a recent announcement, 
William C. Habbersett, president, 
Reading Hardware Corp., Read- 
ing, Pa., said that with the ex- 
ception of the years from 1942 
to 1945 when all facilities were 
devoted to war work, the com- 
pany has for nearly 100 years, 
been manufacturing and distribut- 
ing its line of builders’ hardware. 
During about half of that period, 
it has also made a line of hand 
lawn mowers. Since the war, 





although the company has been 
successful in its manufacture of 
hand lawn mowers, the builders’ 
hardware operations have had in- 
different success. Therefore the 
company had decided to devote 


its facilities to exclusive lawn 
mower manufacturers. 
Following this decision, the 


company will accept no further 
builders’ hardware business. All 
goods on hardware orders now 
on hand will be completed. 


HARDWARE 








T. W. HARDY 


MURRAY CORP. SELECTS 
VICE-PRESIDENT FOR 
HOME APPLIANCE DIV. 


T. W. Hardy has been appoint 
ed vice-president in charge ot 
the home appliance division otf 
The Murray Corp. of America, 
it was announced recently by b. 


C. Gould, president. The ap- 
pointment was made by _ the 
board of directors of The Mur 
ray Corp. 


Mr. Hardy joined the company 
in 1943, and served in executive 
positions at the company’s plants 
at Ecorse and Detroit, Michigan: 
and Scranton, Pa. His headquar 
ters will be at Scranton, where 
the company’s home applianc« 
division will shortly begin pro- 
duction of a nationally distrib 


uted line of gas and electric 
ranges, kitchen cabinets and 


sinks and bathroom fixtures. to 
be marketed under the Murray 


name. 
Before his association with 
Murray, Mr. Hardy was with 


Bendix Home Appliances, South 
Bend, Indiana, as vice-president 
in charge of production. 


PFLUEGER REELS 
NOW FAIR-TRADED 


The Enterprise Mfg. Co., 
Akron, Ohio, maker of Pflueger 
fishing tackle has announced that 
all the leading reels are fair 
traded at a minimum resale 
price in states having fair trade 
laws. 
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Washington Bureau 
of HARDWARE AGE 

It will probably be mid-Janu- 
ary, at the earliest, before the 
Federal Trade Commission de- 
cides to approve or reject the 
steel industry’s offer to accept a 
consent order designed to end 
the price-fixing charges filed by 
the FTC in Aug. 1947. 

The proposal, signed by the 
American Iron & Steel Institute 
and all of the steel companies 
charged by FTC was dated Oct. 
15, but was not formally pre- 
sented to the Commissioners un- 
til Dec. 1. It was accompanied 
by a memorandum urging its ac- 
ceptance, from Lynn C. Paul- 
son, Assistant Chief Trial Coun- 
sel in charge of this case. Mr. 
Paulson in two key statements 
told the Commission that accept- 
ance of the proposal would “per- 
manently enjoin” the steel in- 
dustry “from using the basing 
point delivered price system,” 
but “it will permit sellers te ab- 
sorb freight competitively within 
the law.” 

A possible “fly-in-the-oint- 
ment,” however, was another ac- 
companying memorandum from 
Richard P. Whiteley, Chief Trial 
Counsel and Mr. Paulson’s supe- 
rior, which urged the Commis- 
sion to reject the steel industry’s 
offer. He said that the Commis- 
sion did not have the authority 
to dispose of the case on this 
basis without complete findings 
as to the facts supported by 
evidence, and that, in any event, 
such disposition would be con- 
trary to the public interest. As 
an alternative, Mr. Whiteley sug- 
gests that the industry plead “no 
contest” which would permit the 
Commission to file findings and 
an order without any admission 








Hope for Mid-Jan. FTC 
Action on Consent Order to 
End Steel Price-Fix Charges 


Industry's proposals would spell out permission to 
absorb freight unless the effect is to “‘lessen com- 
petition unlawfully.” 


as to the facts on the part of 
the industry. 

While conceding that the pro- 
posed order does not make any 
real admissions as to the allega- 
tions in the complaint, Mr. Paul- 
son contends that the Commis- 
sion does have the authority to 
proceed in this manner and that 
it would be in the public in- 
terest due to the confusion that 
has surrounded the legality of de- 
livered prices and freight ab- 
sorption ever since the Cement 
case decision emanated from the 
Supreme Court. 

The decision is likely to be 
delayed for the following rea- 
sons: (1) two of the four Com- 
missioners are relatively new in 
their posts and will need time to 
study the problem, and (2) the 
Commission is short one member 
and would prefer to have the 
vacanry filled before deciding 
such a major issue, which would 


probably end the entire basing 
point controversy. There are 
also reports that if a vote were 
taken now the Commission 


would split 2-2 on acceptance of 
the steel industry proposal. 
The final proposed order of- 
fered by the industry contains lit- 
tle that is startlingly new. In 
fact, it is much the same as the 
proposed order suggested by Mr. 
Paulson almost two years ago 
and published exclusively in the 
Feb. 26, 1948, issue, p. 104, of 
The Iron Age, published by the 
Chilton Co., publishers of Harp- 
ware ACE and other business 
publications. The proposed order 
would require the steel industry 
to: (1) establish a plant price 
at every mill and sell f.o.b. mill 
when requested; (2) cease the 
compilation and dissemination of 
freight rate information; and 
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(3) refrain from agreement on 


extra charges. 

An added provision spells out 
permission to absorb freight un- 
less the effect is to “lessen com- 
petition unlawfully.” Another 
provision would not limit the 
steel industry to the course of 
action outlined in the proposed 
order if Congress enacts any law 


relating to the subject matter of | 


the order. 


ROUND CHAIN MARKS 
80TH ANNIVERSARY 


David Round & Son, Cleve- | 


land, Ohio, is marking the 80th 
anniversary of its foundation 
with appropriate ceremonies in 
plants of five associate 
panies. 

Established in 1869 by the late 
David Round, the organization 
has been continuously managed 
by members of the Round family. 
The trade mark “Round” is said 
to be universally recognized. 
David Round was succeeded by 
his son, Louis D. Round. Upon 
the latter’s death in 1938, his 
son, Raymond L. Round, be- 
came president. He holds that 
position today and also serves 
as chairman of the board of all 
Round associate companies, 
which include: The Cleveland 
Chain & Mfg. Co., Cleveland, 
Ohio; The Bridgeport Chain & 
Mfg. Co., Bridgeport, Conn.; 
Round California Chain Co., So. 
San Francisco and Los Angeles, 
Cal.; Seattle Chain & Mfg. Co., 
Seattle, Wash. and Woodhouse 
Chain Works, Trenton, N. J. 

The Round plant supervisory 
group, superintendents and fore- 
men each average more than 20 
years’ service. Also, the com- 
pany has recently inaugurated a 
training program whereby young 
men are taken into its plants 
immediately upon graduation 
from college and trained for 
executive posts. Round manu- 
factures every type of chain from 
massive anchor chains to small 
links used in instrument manu- 
facture. Material handling equip- 
ment and wire specialties are 
also produced in_ substantial 
volume. To commemorate 
80th anniversary, the Round Or- 


com- 


its 











RAYMOND L. ROUND 
ganization has issued a_ small 
folder which contains a_ brief 


history of the company’s growth. 
Birthday ceremonies at various 
plants will be under the direc- 
tion of Mr. Round and James 
W. Dickey, vice president and 
treasurer. Other company of- 
ficials who will participate are 
David J. Gemmell, vice president 
and director of sales, The Cleve- 
land Chain & Mfg. Co.; E. T. 
Davis, comptroller and assistant 
secretary, The Cleveland Chain 
& Mfg. Co.; John Ansink, gen- 
eral manager, Chicago office and 
warehouse, The Cleveland Chain 
& .Mfg. Co.; Frank A. Diel, vice 
president, The Bridgeport Chain 
& Mfg. Co.; E. S. Washburn, 
general manager, Woodhouse 
Chain Works; W. J. McElroy, 
vice president, Seattle Chain & 
Mfg. Co.; A. H. Luchs, general 
manager, and J. D. Cavan, dis 
trict manager, Round California 
Chain Co. 


LARSAN MFG. NAMES 
JOHN H. GRAHAM 
SALES AGENTS 


The Larsan Mfg. Co., 678 E. 
17th Ave., Columbus 3, Ohio, has 
completed arrangements with the 
John H. Graham Co., Inc., to 
represent it exclusively in the 
metropolitan area of New York 
City and all foreign countries. 
Henry McGavin will head New 
York sales and the export busi- 
ness will be in the hands of V. 
M. Streicher. 
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1949 Toy Sales to Equal 
Last-Year Level; Toy 


Fair Date March 6-17 


At the 33rd annual meeting of 
the Toy Manufacturers of the 
U.S.A., held at the Hotel New 
Yorker, Dec. 5 and 6, Kenneth 
P. Fallon, president, said that 
toy sales year, based on 
manufacturers’ prices, will equal 
the 1948 record level of $300,- 
000,000, but actual unit 
will top those of a year ago due 
to the increased number of me- 
lium and low priced toys made 
available this vear. Attended by 
more than 160 heads of toy man- 
ufacturing concerns, those assem- 
bled heard Professor Sumner H. 
Slichter of Harvard University 
predict that the annual gross out- 
put of the United States econ- 


this 


sales 


omy would show a slight rise 
‘o an annual rate of $265,000. 


000,000 by the second quarter of 
1950 little change in vol- 
ume of business during the first 
quarter. This conclusion he 
based on the following chief fac- 
tors: rate of private investment 
during the first half of 1950 will 
be moderately below the levels 
of 1949; deficits in the cash bud- 
gets of local, state and national 
governments will be about $6,- 
000,000,000 a year and the rate 
of personal and corporate saving 
will drop 

Horatio D. Clark, secretary, 
announced that the Toy Fair will 
be held March 6-17, with tempo- 
rary displays at the Hotel New 
Yorker and Hotel McAlpin in 
addition to the displays at 200 
Fifth Ave.. and other permanent 
showrooms. 

Paul H. Freund, director of 
toy merchandising for W. T. 
Grant Co., declared that mod- 
ern merchandising methods, re- 
gardless of the pressure by man- 
ufacturers for early shipments, 
will never again allow large ac- 
cumulation of toy stocks in re- 
tail stores far ahead of the sell- 
ing season. He urged that new 
toys be introduced every month 
instead of the traditional 
tice of introducing them early 
in the vear at the Toy Fair for 
delivery in the fall just before 
the Christmas selling season. For 
those who believe that low-priced 
items only are of interest to 
year around toy departments, he 
said, that can be 
played with at the time of pur- 
chase will sell any time. This 
said Mr. Freund, is evidenced by 


with 


prac- 


good items 
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ARTHUR M. RAPHAEL 


the fact that three new items retail- 
$14.98, $4.98 and $2.98 
among the best re-order 
items in August and September. 
Normally all would be 
classed as Christmas toys. 
Arthur M. Raphael, executive 
vice-president of Lionel Corp., 
New York City, was elected pres- 
ident of the organization. Other 


ing for 


were 


three 





oficers include: William A. 
Wenner, president of All Metal 
Products Co., Wyandotte, Mich., 
and Burnell E. Weirick, presi- 
dent of Kalamazoo Sled Co., Kal- 
amazoo, Mich., vice-president. B. 
\. Gabriel, president of Samuel 
Gabriel Sons Co., New York 
City, was elected treasurer, and 
Vaughn D. Buckley, vice-presi- 
dent of Plastic Art Toy Corp. of 
America, East Rutherford, N. J., 
assistant treasurer. New direc- 
tors chosen include: Mr. Buck- 
ley; R. J. Dorn, Barr Rubber 
Products Co.. Sandusky. Ohio; 
M. M. Hanson, Porter Chemical 
Co., Hagerstown, Md., and J. E. 
Levy, Character Novelty Co., 
New York City. 

MANN EDGE ADDS 
HAMMERS TO LINE 
The Edge Tool Co., 
Lewistown, Pa., manufacturers 
o! axes since 1843, has recently 
added carpenters’ hammers and 


Mann 


machinists’ hammers and _hatch- 
ets to its line. John T. Rodgers, 
president, has announced the ap- 
pointment of Eugene E. Peterson 
Co., Inc., 30 Church St., New 
York City, as sales representative 
throughout the New England 
states and the Middle Atlantic 
states, plus the foreign market. 


Also appointed was Carter 
Hough, Jr.. & Associates as 
Jacksonville, Fla., agents. His 


territory wil! be Georgia. Florida. 


Alabama and Tennessee. 





ELECT G. B. ANDREW 
BROWN-CAMP HDWE. 
PRESIDENT 
At a recent special meeting 
of the board of directors G. B 
(Andy) 
the presidency of the 
Co.. Des 


Andrew was elected to 
srowp 


Camp Hardware 





G. B. ANDREW 


Moines, wholesalers. He su 
Robert H. Finkbine, 
was made chairman of the board 


ceeds wh ) 


Mr. Andrew has been vice-pres) 


dent and general manager since 
1944. He launched his career 


with Brown-Camp in 1916 when 


he started in selling stoves on 


the territory 








¥ 


i 








Shown above is Archer L. Hager, president of C. Hager Hinge Mfg. Co., DeKalb & 
Victor Sts., St. Louis, 4, Mo., stamping out Hager’s twenty-fifth million six in. heavy 
strap hinge, since founder Charles Hager wrought the first strap by hand 100 years ago 
Left to right: plant foremen: Archer Hager, Joseph Stevens, general manager, Ralph 
Hager, treasurer of the company, Frank Hager, vice-president; Charles C. Hager, of the 
Hager fourth generation, advertising manager, and J. Whitnell Hager, co-director ot 
sales and secretary. Commenting upon mass production techniques and improvements 
and advances made in hinge functions and designs during the past century, Mr. Hager 
emphasized the fact that the hardware industry today is supplying a much better product 
individually designed to meet specific job stress requirements at a unit cost that is only 
slightly more than it was in the '49-er days. 
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R. L. McPHERSON 


McPHERSON HEADS SALES 
FOR LOWE BROTHERS 


The Lowe Bros. Co.. 


Ohio, has announced the 


Dayton, 
promo- 


tion of three men in its sales 
division. 
R. L. McPherson, formerly as- 


sistant sales manager, has been 
appointed to the position of gen- 
eral sales manager, succeeding 
L. L. Anderson who has resigned. 
Mr. McPherson joined the com- 
pany in 1932 as a salesman and 
later served as district sales man- 
ager and district manager in the 
company’s Central district before 
being made assistant sales man- 


ager in 1945. As general sales 
manager, Mr. McPherson will 


direct the sales and merchandis- 
ing of all trade sales, industrial, 
painters’ and maintenance paints 
throughout the United States. 
The duties formerly performed 
by Mr. McPherson will be han- 
dled by W. C. Rhodes. former 
Southern district manager. Mr. 
Rhodes will become trade sales 
manager in the company’s sales 
division. He has been with the 
company since 1932 and served 
as salesman, district sales man- 
ager and district manager in the 
Southern district prior to his 
present appointment. 
Named to fill the 


Southern district 


post of 
manager is T. 





W. C. RHODES 
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Sept. 





- HOLLIMON 


H. Hollimon. tormerly district 
sales manager under W. C 
Rhodes. Mr. Hollimon has a 
associated with the company 
since 1939 and served in the 
capacity of salesman, branch 
manager, Pacific Coast division 
manager and district sales. man- 
ager before his present advance- 
ment. 


MAGNAVOX NAMES THREE 
DIST. SALES MGRS. 

Frank Freimann, executive 
vice-president of The Magnavox 
Co., has announced the following 
appointments: Ben Clark, former- 
ly district sales manager for 
three years in the New 


trict sales manager in the St. 
Louis area. His territory includes 
eastern Missouri, southern IlIli- 
nois and eastern Iowa. 


Richard L. Hoffman will serve | 


Wisconsin as district sales man 
ager with headquarters in Mil- 
waukee. 

Mark L. Crum has been named 
district sales manager in Cincin- 
nati. His territory will include 
southern Ohio, southern Indiana, 
West Virginia and Kentucky. 


The Los Angeles area will be | 


covered by Gordon Wright. 


NCHA, ASAHC TO HOLD 
JOINT CONVENTION 
SEPTEMBER 18-21 


R. Schoemer, managing 
director of The National Con- 
tract Hardware Association, 420 
Madison Ave., New York City 17, 
has announced that it will join 
forces with the American Society 
of Architectural Hardware Con- 
sultants for their combined 1950 
convention and annual Builders’ 
Hardware Exposition, to be held 
in the Kiel Auditorium, St. Louis, 
18-21, 
nounced a regular meeting of its 
executive committee will be held 
Jan. 23rd, at the Hotel Statler, St 
Louis to plan for the convention 


John 


1949 


York | 
territory, has been appointed dis- | 
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SHIRLEY HAS EARNED 
THE GOOD HOUSEKEEPING GUARANTY SEAL 


All your customers know the Good Housekeeping 
Guaranty Seal. And they know it is awarded only 
to products that the Good Housekeeping labora- 
tories find live up to the claims made for them. This 
important Guaranty Seal goes to work for you now 
on all Shirley Sinks and Cabinets. It’s advertised 
in Good Housekeeping, Better Homes & Gardens and 
the Farm Journal... and it'll help you sell more 
Shirley Kitchens! Tie in with Shirley now. Write 
for full details today. 


SHIRLEY CORPORATION - INDIANAPOLIS 2, INDIANA 


SHIRLEY 


"She value tine” 
IN 


STEEL KITCHENS 











cash registers 
from coast to coast 


Handles scientifically 
shaped to fit the hand 


ai brush wires fused to 


Molded-in 


slot for ; 
. handles—can’t come apart 
convenient 
hanging 
Brilliant red-and-ivory / 
Lustrex plastic . E 


“The most beautiful line of household “ 

brushes ever!” — that’s what they're 
saying about this Kellogg line. The 
only completely matched line of 
household brushes sold through 


stores. 
30 proven fast- — numbers . 
. ALL with 


some at new low prices. 
a fat profit for you! 


Kellogg @ Brushen 


WESTFIELD, MASS. 





KELLOGG BRUSH MFG. COMPANY ° 


See 
at the show 


BOOTHS {23 





Kellogg Visual Merchan- 
diser — rent free. Dis- 
plays all brushes on both 
sides, for floor, counter 
or island use. 
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PROMOTE HATTERSLEY 

TO HOOVER EXEC. V.P. 

Frank G. Hoover, president of 
The Hoover Co., N. Canton, 
Ohio, announced that John 
Frank Hattersley, the company’s 





J. F. HATTERSLEY 


vice president in charge of pro- 
duction since 1945, has been 
promoted to executive vice presi- 
dent. 

Mr. Hattersley, with the com- 
pany 29 years, will share with 
Mr. Hoover direct supervision of 
all of the company’s operations, 
subject to the board of directors, 
of which H. W. Hoover continues 
as chairman, 

He joined the company in 1920 
as chief draughtsman. His 
Hoover career has been marked 
by steady advancement. He be- 
came assistant chief engineer in 
1922, and in 1927 was moved up 
to the post of executive engineer. 
In 1933 he moved into the com- 
pany’s administrative division as 
an executive assistant, and was 
promoted to assistant vice presi- 
dent in 1937. He became vice 
president in charge of produc- 
tion 1945, 

Mr. Hattersley became a di- 
rector of Hoover in 1941, and 
after the company acquired the 
Kingston-Conley Electric Co., 
North Plainfield, N. J., he served 
as its secretary and as a mem- 
ber of its board of directors. He 
became a director of Hoover 
Ltd., Hamilton, Ontario, the 
company’s Canadian subsidiary, 
in 1943. 


W. J. PHALEN RETIRES 
FROM BUFFALO BOLT 


William J. Phalen, Chicago 
district manager of the mid- 
western territory for the Buffalo 
Bolt Co., retired Dec. 1. Mr. 
Phalen, who was well-known to 
a great many business men, had 
45 years of service with Buffalo 
Bolt at the time of his retire- 
ment. He is succeeded by Clar- 
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ence E. Zettel who is being 
transferred from the New York 
office and who has had over 
20 years service with the com- 
pany. 


ROSS CRUTCHER NAMED 
NICHOLS WIRE 
CREDIT MGR. 


The Nichols Wire & Aluminum 
Co., Davenport, Iowa, has an- 
nounced the appointment of Ross 
Crutcher as credit manager. Mr 
Crutcher worked for the Nichols 
Co., for 18 years, as credit man- 
ager. After his resignation in 
1940, he was credit manager for 
The Paraffine Co’s., Inc., eastern 
division at Somerville, N. J. 


W. H. LUKENS BECOMES 
GEN. SALES MANAGER 
R. M. HOLLINGSHEAD 


William H. Lukens has been 
appointed to the newly created 
post of general sales manager of 
the R. M. Hollingshead Corp., 
840 Cooper St., Camden 2, N. J., 
according to an announcement 
by R. M. Hollingshead, Jr., 
chairman of the board. Mr. 
Lukens was formerly vice presi- 
dent in charge of export sales. 

As vice president and general 
sales manager, Mr. Lukens as- 
sumes complete _ responsibility 
for the corporation’s sales activi- 
ties through its various divisions. 

Mr. Lukens has had wide ex- 
perience in the sales field, par- 
ticularly in export sales. He 
joined the Hollingshead Corp. 
in 1925 as export manager, hav- 
ing served in similar positions 
for the Atwater-Kent Mfg. Co., 
and the Miller Lock Co., which 
is now part of Yale & Towne. 
For 2 short time he also directed 
a portion of Hollingshead’s do- 
mestic sales but later confined 
his activities to expanding over- 
seas sales. He was appointed 
vice president in charge of ex- 
port sales in 1948. 





W. H. LUKENS 
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ELECT R. H. TATE 
CAMILLUS PRESIDENT 


Alfred B. Kastor, chairman of 
the board of directors, Camillus 
Cutlery Co., Camillus, N. Y., has 
announced that at the recent 





RALPH H. TATE 


meeting of the board of direc- 
tors, Ralph H. Tate, a retired 
Brigalier General, U. S. Army, 
was elected president of the com- 
pany and a director of the board. 

Mr. Tate succeeds G. F. Lewis, 
who has been president of Camil- 
lus since 1944. Mr. Lewis re- 
cently submitted his resignation, 
which was accepted with regret 
by the board of directors. 

General Tate was retired from 
the Regular Army in July, 1947, 
after serving on active duty for 
almost 30 years. He became a 
vice-president of Camillus in 
April, 1949, 

On Nov. 1, 1949, the executive, 
sales and accounting offices of 
the company were moved to 
Camillus, New York, where the 
company’s manufacturing plant 
is located. The New York City 
office has become a regional sales 
office for the convenience of cus- 
tomers in the Metropolitan area 
and for out-of-town customers 
who visit New York City. 

Mr. Tate will direct operations 
of the company from the new of- 
fices at Camillus. 


CENTRAL STATES HDWE. 
12TH ANNUAL MEET 
JAN. 23, IN CHICAGO 


The Central States Hardware 
Club, Inc., Suite 359 LaSalle 
Hotel, Chicago 2, IIL, will hold 
its 12th annual meeting and 
dinner party on Monday, Jan. 
23, in the Grand Ballroom of the 
LaSalle Hotel, Chicago. The 
election of officers and board of 
directors will be followed by 
entertainment. The officers are 
Andrew R. Meyers, General 
Hardware Co., Milwaukee, presi- 
dent; Rollin B. Plumb, vice-pres- 
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ident, Eagle Industries Inc., ,Chi- 
cago; Ben Leve, secretary, The 
Carborundum Co., Chicago; 
James A. Billings, Payson Mfg. 
Co., Chicago, and Will J. Fed- 
dery, Harpware Ace, chairman 
of the board of directors. 


J. H. INGRAM EXEC. 
REPRESENTATIVE FOR 
REYNOLDS METALS 


Jonas H. Ingram, Admiral 
U. S. Navy, retired, has become 
associated with Reynolds Metals, 
Co., Richmond, Va., as execu- 
tive representative, it was an- 
nounced recently by Richard S. 
Reynolds, Jr., president of the 
company. 

Admiral Ingram was 
mander-in-chief of the Atlantic 
fleet at the close of World War 
II, where his service in that po- 
sition climaxed a naval career of 
44 years’ duration. He was grad- 
uated from the U. S. Naval 
Academy at Annapolis in 1907 
and retired in 1947. 

Following his retirement Ad- 
miral Ingram became Commis- 
sioner of professional football 
in the All-American Conference. 
He resigned that position after 
two years of service. 





com- 


WHITE PRODUCTS MAKES 
VINING GENERAL MGR. 


A. D. Vining was recently 
named general manager of the 
White Products Corp., Middle- 
ville, Mich. 

As general manager Mr. Vin- 
ing will make it possible for G. 
E. White, president, to give more 
time to executive and engineer- 
ing demands. 

White has just completed two 
new factory additions, one a 
separate gas heater assembly 
plant from which shipments are 
now being made. 

Mr. Vining was formerly as- 
sistant sales manager at the Gib- 
son Refrigerator Co. 





A. D. VINING 
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“Vv ES SIR! 
PROFIT items like me— 
CHORE GIRL—that keep your 
gross margins up. As the leading all-copper pot cleaner, 
I’m a steady turnover product ... I take little room on 
shelf, counter or in stockroom .. 
problems... and I carry a higher margin-for-profit allow- 
ance. 


Ladies’ 
Woman’s Day, Family Circle. ; 
Buy-Lines column. 








profit per sale? 


at 








SELLER 


STOCK ME...DISPLAY ME 
AND YOU'LL PROFIT! 


It’s the 


Home Journal, 


<# “or 


PROFIT FACTS 


Q. What pot cleaner shows you a higher 


The all-copper, non-rusting, 
splintering, pot cleaner that’s kind 
to fingers and hands. 


HIGH 


Farm Journal, 








‘‘AND | MEAN 







bh PROFIT CHORE GIRL 


non- 







. I have no storage 


“Your customers know I never rust, splinter or get in their fin- 
gers. They see my friendly ads regularly in Good Housekeeping, 
Country Gentleman, 
. and in Nancy Sasser’s famous 


“Keep plenty of me in stock . .. well-displayed to remind 
your customers they need a fresh supply. Mr. Merchant, 
put me where I'll be seen and you'll profit...” 


HL 


PROFIT!”’ 





CHORE 


METAL TEXTILE cORr. ° 
In Canada — HAM! 
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True Temper Elevates Robert Raymond 
To Position of General Sales Manager 


Robert R. Raymond, formerly 
sales manager of the tool divi- 
sion, True Temper Corp., Cleve- 
land, was promoted to vice-pres- 
ident and general sales manager, 
it was announced at the last 
meeting of directors. 

Mr. Raymond succeeds John 
QO. Findeisen, who was made 
vice-president and merchandise 
director. 

Well known throughou' the 
hardware wholesale trad2, and a 
member of the “Old Guard,” Mr. 
Raymond joined True Temper in 
1937. 

He was manager of the Evans- 
ville Tool Works when the con- 
cern was taken over by _ the 
American Fork & Hoe Co., now 
The True Temper Corp. 








ROBERT R. RAYMOND 








O’MALLEY EXPANDS INTO 
NEW, LARGER PLANT 


Edw. O’Malley Valve Co., is 
now installed in its new factory 
at 11948-50 S. Halsted St., Chi- 
cago, 28. 

The company has issued a 
folder to illustrate and describe 
the entire line. It is available 
to the trade on request. 


SOUTHWEST WHOLESALE 
DISTRIBUTORS HOLD 
FALL MEETING 


[he Southwestern Wholesale 
Distributors Association held its 
fall meeting in Santa Fe, N. M., 
Nov 18 and 19, with a total 
registration of 162 members and 
guests—a record-breaking attend- 
ance for the organization. 

One of the highlights of the 
program was an address by A. 
M. Roddel, Colorado Fuel & Iron 
Corp., in which he described 
the extraordinary growth of the 
southwestern and western states 
during the past decade. 

Another feature was a series of 
reports given by representatives 
of manufacturers, relative to 
their respective industries. It was 
the consensus of opinion that 
there is a feeling of confidence 
in business prospects for well 
into 1950. The same feeling of 
confidence was indicated by the 
wholesalers present. It was the 
general belief that prices are 
fairly well stabilized and that 
there will be ample business for 
those who go after it. 

The program was concluded 
with an address by Dr. Frank 
R. Smith who is associated with 
the Los Alamos atomic energy 
project. 

New 





directors elected for a 
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two-year term are as follows: 
R. S. Beard, manager, The Mine 
& Smelter Supply Co., El Paso, 
Tex.; George Doolittle, The Al- 


buquerque Lumber Co., Albu- 
querque, N. M., and L. P. 
Hermes, vice-president, Albert- 


Steinfeld & Co., Tucson, Ariz. 
Directors to serve another year 
of their terms include John B. 
Neff, Neff-Buckner-Holt, Inc., 
Jack Korber, J. Korber & Co., 


Albuquerque, N. M., and Ed- 
ward Gollwitzer, manager, Pratt- 
Gilbert Hardware Co., Phoenix, 
Ariz. 


DEWATEX FORMS 
ASPHALT-SEAL DIV. 


Dewatex Mfg. Corp., West 42nd 
St., & Dyer Ave., New York 18, 
New York, has announced the 
formation of the Asphalt-Seal 
Division. This division has been 
formed to take over the sales 
and distribution of the product, 
Asphalt-Seal. 

BLACK & DECKER 
ELECTS DIRECTOR 


At its regular monthly meeting 
on November 30th, the board of 
directors of The Black & Decker 
Mfg. Co., Towson, Md., elected 
Maxwell R. Sacra as a director 
to replace Harry O. Norris, who 
resigned from the board several 
months ago. Mr. Sacra, export 
manager of the company, has 
been a member of the Black & 
Decker organization since 1927. 
He entered the export depart- 
ment’s activities in 1928 and was 
appointed export manager in 
1938. In this capacity, Mr. Sacra 
has traveled extensively in the 
last 10 years, visiting the com- 
pany’s subsidiary operations and 
working with its field representa- 





tives and distributors in 34 dif- 
ferent countries. 

Also announced was the trans- 
fer of the Atlanta factory sales 
and service branch to a new 
building at 316 Techwood Drive, 
N.W., Atlanta 3, Ga. A. Lee 
Procter is Atlanta branch man- 
ager. 

This building was built to the 
specifications of this manufac- 
turer. Besides being manned by 
factory-trained personnel to re- 
pair and service the products of 
the company, the Atlanta branch 
has a large showroom to display 
a wide range of portable electric 
tools. Also ample parking space 
has been provided at the new 
location for the converience of 
customers. 

ST. LOUIS BUILDERS 
HOME SHOW FEB. 11-19 
The 1950 edition of the St. 

Louis Builders Home Show will 
be held at Kiel Auditorium in 


St. Louis from Feb. 11 to 19 
inclusive, according to an an- 
nouncement made recently by 


H. J. Loosley, managing director. 
Show hours will be 2 p.m. ’til 
10:30 p.m. continuous every day. 

Many innovations for better 
homes from previous exhibitors, 
and an extensive list of new 
pasticipants, indicates that the 
1950 edition will be the most 
successful yet staged, according 
to Mr. Loosley. An attendance 
approximating 100,000 is antici- 
pated based on last year’s total 
of 80,000. 


HAMILTON STEEL ELECTS 
E. W. HARWELL, PRES. 


FE. W. Harwell has been elected 
president of The Hamilton Steel 
Co., Cleveland to succeed Harry 
K. Hamilton who has retired. 

Mr. Harwell came to Hamilton 
Steel a year ago as vice president 
and general manager after a long 
association with Jones & Laughlin 
Steel Corp., whom he served as 
district sales manager in Mem- 
phis, Chicago, and Philadelphia 
and most recently as assistant 
manager of all Jones & Laughlin 
warehouses. 

Mr. Hamilton had previously 
served as Purchasing Agent of 
Delco Co., Dayton, from 1913 
to 1917 and of Speedwell Motor 
Car Co., from 1909 to 1913. 

Hamilton Steel, now a wholly 
owned subsidiary of Fort Du- 
quesne Steel Co., Pittsburgh, is 
a distributor of cold finished 
bars; sheet and strip steel; me- 
chanical steel tubing; stainless 
steel products; spring steel and 
other steel products. Hamil- 
ton Steel is also a distributor of 
Aluminum Products for Reynolds 
Metals Company, Louisville. 
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ELECT H. M. MARC 
AMERICAN PAD 
VICE-PRESIDENT 


At a recent board meeting 
Henri M. Marc, general man 
ager of The American Pad & 
Textile Co., Greenfield, Ohio, was 





HENRI M. MARC 


elected vice-president of the 
concern. Born in France, Mr 
Marc was graduated from Car 
negie Institute of Technology in 
chemical engineering in 1922 
Thereafter, he was associated for 
a number of years with the Mel 
lon Institute of Industrial Re 
search, Pittsburgh, and later 
spent 15 years as assistant dire¢ 
tor of research for the Philiy 
Carey Mfg. Co., Cincinnati 
where he developed a number of 
asphalt, asbestos, heat and soun: 
insulating products. He joined 
The Anterican Pad & Textile Co 
from the C. J. Tagliabue Mfg 
Co., Brooklyn, where he was as 
sistant general manager and re 
search director. 





APPOINT CLIFF BOWMAN 
GARDEX SALES MGR. 


Frank Wolf of Gardex, In 
Michigan City, Ind., manufac 
turers of hand garden tools, ha 
recently announced the appoin! 
ment of Cliff Bowman as sale: 
and advertising manager. Mr: 
Bowman was formerly advertis 
ing manager of Aladdin Indus 
tries. 


GAIR CANADA LTD. BUYS 
PREMIER PAPER BOX 


George E. Dyke, president o/ 
Robert Gair Co., Inc., New York 
manufacturers of paperboard 
folding cartons and corrugated 
containers, has announced that 
its Canadian subsidiary, Gair Co.. 
Canada, Limited (Toronto, Ont. 
has purchased the Premier Pape 
Box, Ltd., Montreal, Canada. 
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J. A. CUNEO 


FAIRBANKS-MORSE 
MAKES 3 PROMOTIONS 
IN SALES PERSONNEL 
Several changes in its sales 

organization have recently been 
announced by Fairbanks, Morse 
X\ Co., Chicago, Il. 





JOHN 8. KING 


J. A. Cuneo, formerly branch 
manager, Los Angeles, Cal., has 
been transferred to Chicago to 
assume the duties of manager of 
the company’s Chicago branch. 





A. M. McLaren succeeds him as 
Los Angeles branch manager. 

John S. King, formerly man- 
ager of the Chicago branch, has 
been moved to Cincinnati, Ohio, 
as branch house manager of that 
sales area. He succeeds J. S. 
Peterson who has been trans- 
ferred to Chicago and will be 
attached to the sales manager’s 
office. 

William H. Kingsley, who has 
for the past 12 years been dis- 
trict manager of the New York 
office of the Ideal Electric Mfg. 
Co., has joined the Fairbanks- 
Morse organization to become 
manager of the electrical divi- 


sion, with headquarters in the 
company’s executive offices in 
Chicago. 


MERRIFIELD NAMED 
CORY TERRITORY MGR. 


Cory Corp. has recently an 
nounced the appointment of 
Boyd Merrifield as Cory terri- 
tory manager in San Francisco. 
Mr. Merrifield replaces Ed Pow- 
ell. who formerly was in charge 
of the Cory San Francisco ter- 
ritory. 

Mr. Merrifield will handle 
both the Cory commercial coffee 
brewing equipment for restau- 
rants and institutions as well as 
Cory domestic coffee brewers for 
home use and the new Corv elec- 
tric knife sharpener. 
as territory manager. he 
port directly to El Sager, Cory 


In his work 
will re- 


West Coast Division manager 
with headquarters in Los An- 


geles. 


NATIONAL ELECTRIC 
HOUSEWARES WEEK— 
APRIL 14-22 


Stanley M. Ford, vice-president, 
Chicago Electric Mfg. Co.. Chi- 
cago. Tl.. recently elected chair- 
man of the Electric Housewares 
National Electrical 
Manufacturers Association, 155 
F. 44th St.. New York City, has 
announced that National Electric 
Housewares Week will be April 
14-22, 1950. A complete kit of 
material will be made available 
to dealers through their distri 
Tt will include 
display, window stickers, display 
cards for use inside the store and 
Also 


spot radio scripts and other sug- 


section of the 


butors. a window 


newspaper advertising mats. 


gestions to stamp this week in- 
delibly upon the public mind, 
stimulate trafie and help 
increase sales to achieve the bil- 
lion dollar a year business which 
is Electric Housewares goal. The 
association states that now, the 
annual sales of electric house 


store 





WILLIAM H. KINGSLEY 
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THE NEW DOYLE ROTO-TRIM 
MOWERS WILL MEAN BIGGER 
SALES FOR YOUR STORE 
Don’t miss the boat—look into this 
NOW! Doyle ROTO-TRIM mowers 


have all the quality features cus- 
tomers want, PLUS the new Edge- 























Trim on both sides; they cut ALL 
the grass right up to buildings, 
plantings, sidewalks. A. cinch to 


sell, because they give a neater job 
in less time and with less work. 


U. S. statistics show sales of rotary 
power mowers zooming. People 
want them—and with ROTO-TRIM’s 
low retail prices, they can afford 
them. Plan NOW to stock these new 
mowers this spring . . . we'll back 
you up with good material... and 
GET YOUR SHARE OF THESE BIG 
PROFITS! 







EDGE -TRIM NWO 
ON BOTH SIDES \\\AM \, lit 
TRIMS CLEAN TO’ } Wan Mh 
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BUILT IN TWO SIZES Ze 


MODEL A 


retails at 


§99°° 


f.o.b. K.C., Mo. 


MODEL B 


retails at 


18-in. tempered steel 
cutting blade; 1.6 
h.p. 4-cycle Briggs 
& Stratton engine. 
Wr., 63 Ibs. 


20-in. cutting blade; 
4-cycle Briggs & 
Stratton 1.6 h.p. en 
gine with automatic 
starter. Wt., 66 Ibs. 


112” 


f.o.b. K.C., Mo. 





BOTH MODELS HAVE self-adjusting handle; front, 
side and rear safety guards; adjustable cutting 
height; oil bath type air filter; suction-type 
carburetor. Operate on regular gasoline. 


FIND OUT MORE! WRITE TODAY TO... 
J. G. DOYLE ENGINEERING CO. 


Dept. H2, 526 Cherry Street, Kansas City 6, Missouri 


INQUIRIES 
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MOPSTICK 


WITH A 


Veuw Steel 
Handle 


* LONGER LIFE 
« LIGHTWEIGHT 
a MORE SANITARY 


@ FIRM GRIP 


| @ NO MORE SLIVERS 
| @ STEEL BLUE FINISH 
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WHITE MOP WRINGER Co. 
FULTONVILLE, NEW YORK 


MANUFACTURERS OF 
A Complete Line of Floor Cleaning Equipment 
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Good Solid Buying Should Mark 


International Home Furnishings Mart 


Orders backed by sound bus- 
iness reasoning will characterize 
the International Home Furnish- 
ings Market in Chicago, Jan. 9 
to 20, according to Wallace O. 
Ollman, general manager of The 
Merchandise Mart. 

“The economic outlook is 
bright, retailers need goods, and 
the home furnishings industry is 
on a solid footing after the re- 
adjustments of the past year,” 
Mr. Ollman said. “Neither hes- 
itancy nor speculation, but good 
solid buying should mark the 
January, 1950 Market. 

“Retail inventories generally 
are low and buying offices are 
advising their stores to buy in 
depth, so that the good business 
which is in prospect for the 
next several months will not he 
lost by lack of selections on 
hand.” 

In the housewares and appli- 
ance fields the introduction of 
many new designs should pro- 
vide a further stimulus to busi- 
ness. New models and new 
style trends during the past few 
months have been receiving a 
good reception. 

Retail price levels are down 
from 5 to 10 per cent from last 
January, but prices since last 
July have shown no marked 
tendency downward, although 
many manufacturers have offered 
better values at similar or per- 
haps slightly lower retail prices. 
Material costs on many basic 
items are down, not substantially, 
but any savings gained in this 
direction may be offset and ad- 
justed by new laber costs for 
production of such basic items. 

Factory inventories of house- 
wares and appliances have gone 
down materially during the past 


,six months, but there has been 


some flooding of the market 
with items that were not good 
values. Christmas business should 
ease this situation somewhat, 
and the overall long term trend 
of the appliance industry should 
continue good. 

A room on the 11th floor will 
be maintained as the “What's 
New Room,” where each n.ember 
of the association, comprised of 
11th and 14th floor tenants, will 
display a new item or a product 
that has some special promo- 
tional feature. Each month the 
products will be changed. 

While the market is scheduled 
to close on Friday, January 20, 
the housewares and appliance 
firms in The Mart expect a big 
day on Sunday, January 22, when 
they will remain open to receive 
buyers attending the National 
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Housewares Show, which will be 
closed on that Sunday. 





EVERITE APPOINTS TWO 
SALES AGENTS 


Two firms have recently been 
appointed as manufacturer’s rep- 
resentatives jor the complete line 
of Everite water systems, it was 
announced by J. B. Trotman, 
executive vice-president of the 
Everite Pump & Mfg. Co., Inc., 
617 North Prince St., Lancaster, 
Pa. 

The eastern Michigan area has 
been assigned to the Hetler 
Equipment Co., 2400 South Di- 
vision Ave., Grand Rapids, Mich. 
Bruce Hetler who will personally 
handle the Everite account has 
been associated for many years 
with the pump business in the 
capacity of chief engineer for 
the Blackmer Pump Co. 

The McClintock Equipment 
Co., Erie, Pa. has been ap- 
pointed to the Northeastern sec- 
tion of Pennsylvania and the 
border counties in New York 
state. Mr. McClintock is also 
well known in the plumbing and 
heating industry. 





GAS INDUSTRY TO 
HOLD CONVENTION IN 
ST. LOUIS, 1951 


The 1951 annual convention of 
the American Gas Association 
will be held in St. Louis, Mo., 
Oct. 15-18, inclusive, it was an- 
nounced recently. The gas in- 
dustry’s convention for 1950 is 
scheduled for Atlantic City, 
N. J., Oct. 2-6, 1950. 

NATCO PRODUCTS MOVES 
TO LARGER PLANT 


Natco Products Corp. recently 
announced its removal to a new, 
larger plant at 464 Dexter St., 
Providence, R. I. Organized in 
1920 with Arthur Galkin as 
president and Jack Levitt as 
vice-president and _ treasurer, 
Natco manufactures Neo-Link 
initialed mats, unit packaged 
felt base mats, stair treads and 
other allied items. 

The new daylight plant gives 
Natco 40,000 square feet of pro- 
duction space which enables the 
company to double its present 
capacity. The appointment of 
the Hurricane Importing Co., 
San Francisco, Cal., as an ex- 
clusive distributor for all Natco 
Products in the 11 Western 
states was announced also. 
Robert T. Galkin, son of the 
president, will be in charge of 
the Chicago territory. 


AGE, DECEMBER 29, 1949 











ELECT 
CHA 
Mi 
The | 
rison to 
board of 
Morriso! 
Morriso: 
Buffalo, 
followin: 
director: 
Mr. | 
the com 
its presi 
tion in 
Samus 
executiv 
past 10 
in every 
tory anc 
promoti 
assumin; 
ecutive 
charge 
contract 
function 





CCh 
STORI 


ans en 
of the 
Co. pli 
produc 
Rappa: 
NT 
three ; 
Hardw 
sen, Pp 
George 
City, f 
Norwa 
for 25 
Jan. | 
ware F 
Hardw 
ing co 
of Ar 
rolled 
to 204 
ing In 
have e 
peared 
manuf; 
own t1 
list nov 
ware | 
Russel! 
and Yz 
the V/ 


HARDY 





Mart 


| will be 


TWO 


~ 


5 

ly been 
er’s rep- 
lete line 
, it was 
‘rotman, 
of the 
o., Inc., 
incaster, 


irea has 
Hetler 
uth Di- 
s, Mich. 
rsonally 
unt has 
y years 
in the 
eer for 


uipment 
en ap- 
ern sec- 
nd_ the 
y York 
is also 
ing and 


TO 
N IN 


ntion of 
ciation 
is, Mo., 
was an- 
gas in- 
1950 is 

City, 


IOVES 
NT 


ecently 
a new, 
rer St., 
ized in 
kin as 
vitt as 
sasurer, 
eo-Link 
ckaged 
ds and 


t gives 
of pro- 
les the 
present 
ent of 
: Co, 
an ex- 
Natco 
Vestern 

also. 
of the 


rge of 


1949 


ELECT JACOB MORRISON 
CHAIRMAN OF BOARD 
MORRISON STEEL 


The election of Jacob Mor- 
rison to the chairmanship of the 
board of directors and of Samuel 
Morrison to the presidency of 
Morrison Steel Products, Inc., 
Buffalo, was announced recently, 
following the annual board of 
directors’ meeting. 

Mr. Morrison, who founded 
the company in 1912, has been 
its president since its incorpora- 
tion in 1920. 

Samuel Morrison has _ been 
executive vice-president for the 
past 10 years. He has worked 
in every department of the fac- 
tory and later entered the sales 
promotion division. Gradually 
assuming administrative and ex- 
ecutive duties, he was given 
charge of all activities in the 
contract stamping division, a 
function which he still retains. 





For the past five years Sam 
Morrison has been a member of 
the board of directors of the 
Pressed Metal Institute of 
America, chairman of the New 
York State District, and a mem- 
ber of its National Executive 
Committee. 


CREED COMPTROLLER 
EUREKA WILLIAMS 


W. T. Creed has been ap- 
pointed comptroller of the Eu- 
reka Williams Corp., Blooming- 
ton, IIL. 

Mr. Creed joined Eureka Wil- 
liams in 1948 as chief cost ac- 
countant, later becoming chief 
accountant. 

Before joining Eureka Wil- 
liams Mr. Creed was controller 
of the Douglas Tool Co., Detroit, 
and was formerly associated with 
the U. S. Rubber Company for 
eight years as assistant to the 
controller in the Detroit plant. 

















CCNY HARDWARE TRAINEES WITH 83 YEARS’ 
STORE EXPERIENCE—Some of the hardware store veter- 
ans enrolled in the course at the Midtown Business Center 
of the City Coliege of New York visited the Perfection Stove 
Co. plant at Harborside, Jersey City, N. J., to increase their 


product understanding. Left to right are shown: David 
Rappaport, Stein-Applefield Hardware Co., Staten Island, 
N. Y., with 14 years’ experience; Adrian Ammeraal, with 
three and a half years’ experience and owner of Ammeraal 
Hardware & Supply Co., Paterson, N. J.; Charles S. Peter- 
sen, part owner of Petersen Bros., Brooklyn, 20 years; 
George Scheps, owner of George Scheps Co., New York 
City, front center, 21 years; and Miss Gunver Holm, Gjovik, 
Norway, who has been associated with her father's business 
for 25 years. Two hardware daytime sessions will open 
Jan. 16 extending to Feb. 17. The courses include: Hard- 
ware Retailing, given in cooperation with the National Retail 
Hardware Association, and the Hardware Consultants Train- 
ing course, given in cooperation with the American Society 
of Architectural Hardware Consultants. The 47 who en- 
rolled in the last retail course brought the total registration 
to 204. According to V. E. Musso, supervisor of the Build- 
ing Industry Training Program, whatever skepticism may 
have existed about the practicality of such training disap- 
peared in 1948 when six of the leading builders’ hardware 
manufacturers adopted the course as a basic part of their 
own training for administrative distributor personnel. The 
list now includes: P. & F. Corbin Division, Lockwood Hard- 
ware Mfg. Co., McKinney Mfg. Co., Norwalk Lock Co., 
Russell & Erwin Mfg. Co., Sargent & Co., Schlage Lock Co., 
and Yale & Towne Mfg. Co. Both courses are approved by 
the VA for payment of tuition. 
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6y GRIFFIN 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

quality produced by 

ig Griffin. 
eI Euergy DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


SALES OFFICES 
45 Warren Street, New York 7, New York 
i639 Fargo Avenue, Chicago 26, Iilinols 
9344 Woodward Avenue, Detreit, Michigan 
115 Broad Street, Bosten, Massachusetts 
703 Market Street, San Franciseo 3, Californias 
917 St. Charles Avenue, Atlanta, Georgia 
306', North Harwood, Dallas, Texas 
4524 East 60th Street, Seattle, Washington 
785 North President Jackson 6, Mississipp! 
4638 Mill Creek, Kansas City, Missour! 
2611 Garrison Bivd., Baitimore 16, Maryland 
1620 Garfield Street, Denver 6, Colerade 


IN CANADA 
15 Wellweod Avenue, Toronte, Ontario 











CHARLES H. NEWMAN 
OPENS SALES AGENCY 


Charles H. Newman has an- 
nounced the opening of a sales 
agency organization representing 
and advising manufacturers in 
the housewares and appliance 
fields, 

Mr. Newman explained offices 
will be located in the Chicago 
Merchandise Mart and the com- 
pany will be known as _ the 
Charles H. Newman Co, 

Mr. Newman has iden- 
tified with the housewares and 
appliance business since 1935, 
first with the Silex Co., as vice- 
president and general sales man- 
ager and more recently with 
Ekco Products Co. as general 
sales manager. 


been 


DAN BELL HANDLES 
COLUMBIAN PUMP 
SOUTHWEST AREA 


Announced recently by the Co- 
lumbiana Pump Co., as its new 
Southwestern distributor was the 
Dan M. Bell Co., 901 Texas Bank 
Bldg., Dallas, Tex. The Bell Co. 


will distribute | Columbiana’s 
hand, windmill and _ hydrant 
pumps in Texas east of the 


Pecos and throughout Oklahoma. 


EAGLE RULE APPOINTS 
STEWART SALES AGENTS 

Eagle Rule Mfg. Co., 510-520 
Hunts Point Ave., Bronze, 59. 
N. Y., has announced the ap- 
pointment of the L. W. Stewart 
Sales Co., P. O. Box 85, Cinein- 
nati 9, Ohio. Mr. Stewart has 
been identified for 20 vears as 
a manufacturers’ representative 


in the Middle-West. 


POT & KETTLERS WINTER 
MARKET LUNCHEON 
JAN. 21, CHICAGO 


Fred C. Wood, president of the 
Associated Pot & Kettle Clubs 
of America, 1335 Market St.. 
San Francisco 3, Cal., will offici- 
ate at the Club’s annual Winter 
Market Luncheon on Saturday. 
January 21, in the Old Salem 
Room, Lakeshore Club, 850 
North Lakeshore Drive, Chicago. 

All national officers will be 
in attendance. They are as 
follows: W. Clark Wright (Meier 
& Frank, Portland), vice-presi- 
dent; Walter A. Stone (Wm. P. 
Horn Co., San Francisco), sec- 
retary; and D. J. Bartolme (Bart- 
Kinnison Co., San Francisco), 
treasurer, Several presidents and 
other officers of local clubs are 
also expected. 

All members of the various 
Pot & Kettle Clubs attending the 
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National Housewares Show are 
expected to attend, and _ they 
are entitled to bring as meny 
guests as they wish. 

All members are being notified 
to register their reservations at 
the booths of Nutone Chimes or 
Rival Mfg. Co., at the show. 





DICK HUBLER NAMED 
HDWE. SQUARE CLUB 
FINANCIAL SECRETARY 


Richard Hubler has been ap- 
pointed financial secretary of the 
Hardware Square Club of New 
York. Mr. Hubler is the New 
York representative for Universal 
Screw & Bolt Co., 217 Mercer 
St.. New York City. 





MFR’S. APPROVE THREAD 
STANDARDIZATION FOR 
SUCKER, PUMP RODS 


The standardization of threads 
for sucker rods, pump rods, and 
rod couplings will go into effect 
on July 1, 1950, as a result of a 
resolution adopted by the Na- 
tional Association of Domestic 
& Farm Pump Manufacturers at 
its annual meeting held re- 
cently. 

The adoption of this resolu- 
tion brings to a successful con- 
clusion efforts toward standard- 
ization of threads in the water 
well equipment industry which 
have been made for nearly 30 
years, according to Herbert C. 
Angster, secretary-director. of the 
association. 

The action taken by the manu- 
facturers will do much to elim- 
inate the confusion and trouble 
experienced by distributors. deal- 





ers, and well-drillers because of 
the present non-standard pump 
threads, many of which vary be- 
tween the different manufac- 
turers. 

Serious difficulties have been 
encountered in making up satis- 
factory joints of sucker rods and 
pump rods due to the lack of 
uniformity in pump makers’ 
threads, not to mention the prob- 
lem of taps and dies which have 
been discontinued by manufac- 
turers except upon special orders. 

EDISON ELECTRIC 
INFORMATION BOOKLET 


“[ Want to Know More About 
the Electric Industry,” the sec- 
ond “I Want to Know” informa- 
tion booklet to be brought out by 
the Edison Electric Institute, 420 
Lexington Ave., New York City, 
has been published. Like its 
predecessor of last year, the new 
booklet answers in concise form 
questions frequently asked the 
Institute and supplements each 
brief answer tabular and text 
material. 

Offering a comprehensive pic- 
ture of the electric industry to- 
day in ready-reference form, the 
booklet’s presentation has been 
strengthened by the inclusion of 
three new questions — “What 
About the Expansion Program?” 
“How Did Farm Electrification 
Begin?” and “How Did the Elec- 
tric Industry Get Its Start?”— 
bringing the total of questions 
asked and answered to 27. In 
addition, a short explanation of 
those troublesome terms. “Kilo- 
watt’ and “Kilowatthour,” has 


been provided. 

















The new and the old are compared by the Osters on their 
25th anniversary in business. Shown at right is John Oster, 
founder and president of the John Oster Mfg. Co., Racine, 
Wis., examining the first product to come off the assembly 
lines in 1924,.a hair clipper. John Jr., executive vice-presi- 
dent, compares the old with the latest model, an electric 
motor driven clipper held by his brother, Robert, treasurer. 
In 1946 the company acquired the Stevens Electric Co., and 
Racine Universal Motor Co. This year, construction was com- 
pleted on a 92,000 sq. ft. addition to the Milwaukee plant. 


firm offers a 


Today the 


line of electric housewares as 


well as fractional horsepower motors. Mr. Oster cautioned 
that prices alone will not and should not sell quality products. 
They must be displayed, promoted, merchandised and sold. 
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LEWIS & CONGER INVITES 
MFR’S. TO COMPETE FOR 
HOME SAFETY AWARD 


For the fifth consecutive year. 
manufacturers of home equip: 
ment are invited by Lewis & 
Conger, Ave. of Americas and 
45th St., New York City, to sub 
mit their products for the annua 
home safety awards. The prod 
ucts must have been placed or 
the market for the first time, in 
new or improved form during 
the year 1949 and stock samples 


must be delivered to Lewis & 
Conger marked “For Safety 
Awards” during the month of 


January, and a letter describing 
safety features must be mailed 
at the same time addressed to 
Herbert Askwith. 

Instead of the customary one 
main award, with honorable men 
tions, all manufacturers selected 
for honors will receive awards 
while the outstanding winner 
will be awarded the grand prize. 
A special seal has been designed 
for use by the winners on pack 
ages and for display. The judg: 
committee headed by Julien 
Elfenbein, editor, House Furnish 
ing Review, include: Ned H 
Dearborn, president of National 


Safety Council; Katherine Fisher. 


director of Good Housekeeping 
Institute, Eloise Davison, former 
director of the Herald-Tribune 
home institute; John Vassos. 
founder-president of the Ameri 
can Designers Institute, and 
Richardson Wright, editor of 
House & Garden. 


RIEGER HEADS SALES 
FOR CAMBRIDGE MFG. 


The Cambridge Mfg. Co., 90 
Wall St., New York City, has 
announced the appointment of 
Martin H. Rieger as sales man 
ager. He formerly headed sale- 
and promotion for Fuller Too! 


Co. 


FTC ISSUES BOOKLET 
CALENDAR OF CASES 


The Federal Trade Commis 
sion has issued in booklet form 
a calendar of cases, scheduled fo: 
oral argument before the com 
mission during the Dec. 1949 
April 1950 period. About 40 cases 
are set for argument, beginnin; 
Dec. 5 and continuing throug! 
April 17. The calendar is de 
signed primarily for counsel re} 
resenting respondents in the case- 
to be argued and for other at 
torneys who practice before the 
commission. It will be hereafter 
regularly issued for the conveni 
ence of interested parties an: 
counsel having business before 
the commission. Copies may be 
obtained from the 
while the supply lasts 
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JAMES J. COLLINS 


James 83, 
died at his home, Evanston, IIlL.. 
Nov. 24. Mr. Collins retired as 


Jamieson Collins, 





JAMES J. COLLINS 


of the G. F. Wright 
Steel & Wire Co., Chicago office 
three 


nanager 


years ago after serving 23 
years. He was formerly in charge 
of the Wickwire Spencer Chi- 
cago office and, previous to that, 
the office of the old Wright Wire 
Co. 

In gained a 
national reputation as an athlete, 


his youth, he 


jumper, and high wheel 
ride1 


runner 


bicvele 


GEORGE PILCHER 


George Pilcher, 55, Texas and 
Southwest representative for Cal- 
& Varnish Co., died 


bar Paint 


recently 
B. L. WATERS 


b. L. Waters, 74, founder and 
chairman of the board of Lyon 
Meta! Products, \urora, 
Ill., died Spring- 
brook sanitarium, where he had 


Inc., 
recently at 


been confined for a number of 
weeks 

Mr. Waters founded Lyon 
Metal in 1901, a small sheet 
metal shop in Chicago. In 1906 


the company expanded and mov- 
ed to Aurora. Twenty-two years 
later, the company known as 
Lyon Metallic Mfg. Co.. consol- 
idated wih Durand Steel Locker 
Co.. and the name was changed 
to Lyon Metal Products, Inc. For 
vears, Mr. Waters was ac- 
tive in every phase of the busi- 
In 1935. he was elected 
president of the company and 
five years later he became chair- 
man of the board upon his re- 
tirement. Mr. Waters was an 


many 


ness, 


summers at Lake, Wis. 


Kelly 


He was a member of Aurora | 


Lodge 705, B. P. O. of Elks, a 


charter member of the Union 
League club and for years 


was active in Community Chest 
drives. 


JULIUS P. HEIL 


Julius P. Heil, 73, founder and 
chairman of the board of The 
Heil Co., Milwaukee, Wis., col- 
lapsed and died Nov. 30, when 
he suffered a heart attack while 
pheasant 


hunting on a_ private 


game preserve in southern Wis- 
consin. 

Mr. Heil grew up on a farm, 
matured as a machinist, and pio- 
the 


young 


neered in welding process. 
As a traveled 


widely throughout the world in- 


man he 


stalling a newly patented process 
of welding street car rails. In 
1899 the first 

tric railway in Buenos Aires. 


installed elec- 


! 
he 





| 


| 
| 





ardent fisherman and spent his 
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JULIUS P. HEIL 


1901 he founded his 
company, early products includ- 


In own 
ing welded truck bodies, storage 
and tanks. 

Mr. Heil began the manufac- 
ture of  oil-fired heating 
units and water systems in 1924. 
In 1930 the company produced 


transport 


home 


the first mobile farm forage crop 
dehydrators and started building 
bottle washers in 1934. 

By 1936, Heil 
turing bulldozers 


was manutac- 


and scrapers 


for the construction industry. 


Mr. Heil was a 33 degree 
Mason, petentate of Tripoli 


Shrine, exalted ruler of the Mil- 
waukee Elks, served in guiding 
many local clubs, hospitals and 
charities in fund raising cam- 
paigns. In 1945 he was awarded 
a Doctor’s Degree (L. H. D.) by 
Northland College at Ashland, 


1949 





Wis., in recognition of his hu- 
manitarian activities and _ his 
service to his state of Wisconsin. 

Mr. Heil served as Governor of 
Wisconsin, and originated 
slogan, “Wisconsin (America’s 
Dairyland.” 


JASPER MARSH 


Jasper Marsh, 75, president of 
Champion Lamp Works, Lynn, 
Mass., died recently at his home 
in Danvers. In 1900 he founded 
the Consolidated Electric Lamp 
Co., Danvers. This concern later 
moved to Lynn in 1928 as Cham- 
pion Lamp Works. It 
two subsidiaries, Vulcan Electric 
Co., Danvers, and Heinz Electric 
Co.. Lowell. 


now has 


He was a member 


of the Mosaic Lodge, A. F. & 
A. M. of Danvers, the Danvers 
Historical Society, of which he 


a past president, the Dan- 
Rotary Club the Dan- 


vers Chamber of Commerce 


Was 


vers and 


J. M. WITTEN 
J. M. “Mac” Witten, 52, 


ed away Dec. 9 in a \ 
hospital in N. Des Moines, lowa, 
following a long illness. A former 
editor of Harpware Ace, he had 
that 1948 
because of ill health. For three 


pass- 
elerans’ 


resigned position in 


years he had previously served 


as this publication’s circulation 


manager and had also been an 
associate editor of HARDWARE 
Acre, in New York and in Chi- 
cago for a total of 10° years. 


A past president of the Western 
Retail Hardware 
Association. been 


Implement & 
he had 
ciated for several periods, with 


asso- 


the Witten Hardware Co., Inc.. 
Trenton, Mo., organized by his 


father, the late Tom N. Witten. 
=. 


He 


a former 


Mason, a Shriner, 
of the Hard- 
ware Boosters, and a veteran of 
the First World War, his military 
honors including the Order of the 
Purple Heart. 


Wa- a 


secretary 


His widow, a son 





J. M. WITTEN 





and a 


daughter by a previous 
marriage, and a brother, Tom N. 
Witten, Jr., Central Hardware 
Co.. Roswell, N. M., survive. 


the = 


GEORGE C. BROWN 
George C. Brown, president of 
Hardware Co., 


Pa., died there 


Punxsutawney 
Punxsutawney, 
recently 


U. S. DEPT. OF COMMERCE 
ISSUE GUIDE TO GOV'T. 
INFO. ON RETAILING 


{ new publication has been 
issued by the U. S. Department 
of Commerce, entitled “1949 
Guide to Government Informa 
tion on Retailing,” which is a 
bibliography of Government pub 
lications related to the 
trades, 


retail 


It was prepared at the recom 
mendation of the Department’s 
Retail Trade Advisory Commit 
This group of retail trade 
| representatives from 4] national 
retail trade associations felt that 
there was a need for a simplified 
guide to the large amount of 
government-produced information 
of value to the nation’s retailers 

Each publication is listed un 
der the head of the Government 
agency producing it and also is 
indexed by type of business and 
by the operational subject with 
which it deals. Among the latter 
are accounting, advertising, cred 
it, displays, financing, merchan 
dising, personnel training, and 
Also listed are 
sources of statistics on produc 
tion. trade volume, and _ price 
trends, and helpful information 


tee. 


many others. 


on the development of market 
ing programs 

The be 
chased from the superintendent 
ef documents, Washington 25, 
D. C.. or from any field office of 
the U. S. Department of Com 
merce. at fifteen cents a copy 


new guide may pur 


NSGA CONVENTION 
TO BE JAN. 22-26 
IN CHICAGO 

The National Sporting Goods 
\ssociation, 1 N. LaSalle St.. 
Chicago 2, IIL, hold 
1950 convention show Jan 
22-26, at the Morrison Hotel. 
Chicago. More than 250 individ 


will its 


and 


uais and manufacturing firms 
have registered as_ exhibitors 
Visiting hours in the sample 


rooms will be 9 a.m. to 6 p.m 
daily, Sunday through Thursday 
On Jan. 24, all exhibits will be 
closed until noon to permit 
dealers to attend the NSGA gen 
eral meeting. Wednesday 
ning, Jan. 25, the annual banquet 
of the industry will be held in 
the Terrace Casino of the hotel 


eve 





79 








__. =e . o.oo 2 kK 





ADVANCES 


Steel sheets. Hot rolled bars. Cold rolled bars. Structural shapes. Wire rods. 
Some extras on bars, sheets, wire rods. Galvanized sheet extras. 


PRICES WITHDRAWN 
Some builders’ hardware. 


DECLINES 
Some tin mill products. Some linoleum. Some extras on sheets. 





Steel—The United States Steel 
Corp., announced effective midnight, 
Dec. 15, increases in both base prices 
and extras. Benjamin F, Fairless, presi- 
dent of the company, stated, “The seve- 
ral steel producing subsidiaries of the 
United States Steel Corp., have an- 
nounced today new mill prices for nu- 
merous steel products of their manu- 
facture, as well as adjustments in their 
lists of extras and deductions. These 
price revisions reflect actual and ap- 
proaching changes in the cost of pro- 
duction of these products, including the 
substantial higher costs to result when 
our new insurance and pension pro- 
grams become effective . . . The overall 
effect of these new mill prices is an 


average increase of about 10 cents per 
100 pounds in our announced mill 
prices. An average further price in- 
crease of about 10 cents per 100 pounds 
will result from such adjustments in 
extras and deductions. Together this 
produces an average increase of ap- 
proximately four per cent in the present 
average selling price of our subsidiaries’ 
steel products. All of our steel prod- 
ucts, however, will not increase in price 
as a result of these revisions. Beginning 
on Jan. 1, 1950, the price of our tin 
mill products, which are sold by con- 
tract on an annual basis, will be re- 
duced about 15 cents per base box, or 
about $3.30 per ton. Furthermore, the 
revisions do not change the present mill 





prices or extras for stainless steel prod- 
ucts.” Hot rolled bars advanced $2 per 
ton, extras $3.50 per ton; structural 
shapes advanced $3 per ton, extras $1.50 
per ton; both base prices and extras on 
plates advanced $2 per ton. Advances 
on cold rolled sheets and on hot rolled 
sheets were $2 per ton, extras advanc- 
ing $4 per ton. Base prices on wire 
rods advanced $9, the advance in extras 
being very slight. Galvanized sheets 
were not advanced but the extras ad- 
vanced $6 per ton. 


* * + 


Sheets—As of Dec. 10, Mahon- 
ing Valley Steel Co., Niles, Ohio, raised 
prices $10 per ton. The price advances, 
expected for some time, are the result 
of higher raw materials and operating 
costs, the company said. Sharon Steel 
Corp., which supplies Mahoning Valley 
with sheet bar, recently raised prices of 
its semi-finished by $5 per ton. Fol- 
lansbee Steel Co. recently raised prices 
of its electrical silicon sheets by $35 
per ton. Mahoning Valley’s new prices 
are: hot rolled sheets, 18 gage and 
heavier, $75 per ton; hot rolled an- 








Wholesale Hardware Inventories‘° 
By Geographic Divisions, for October, 1949 

















End of Month Inventories (Cost) * Stock-Sales-Ratios b 

Weeks’ Supply 

Percent Change of Inventery 

GEOGRAPHIC October 1949 Amount (Add 000) en Hand* 

DIVISION vs. 
Number 

of Oct. Sept. Oct. Oct. Sept. Oct. Oct. Sept. Oct. Oct. 
Firms 1948 1949 1949 1948 1949 1949 1948 1949 1949 1948 
UNITED STATES TOTAL........... 231 -9 -—3 $118,298 | $130,564 | $122,233 193 183 200 11.4 10.8 
New England........... ere 15 -—7 -3 3,782 4,059 3,903 284 274 315 16.8 16.2 
Middle Atlantic........ re 43 -—8 —4 11,035 12,005 11,467 156 149 172 9.2 8.8 
SS are 36 -—7 -—2 20,865 22,547 21,199 170 164 173 10.0 9.7 
West North Central -—8 -—4 24,491 26,545 25,460 189 176 190 11.2 10.4 
ny Atlantic......... cae 48 —15 -4 16,850 19, 757 17,536 178 169 184 10.5 10.0 
East South Central. . decind 14 —12 -—2 ,802 5,480 4,903 149 136 160 8.8 8.0 
West South Central. . auc 14 -—5 —4 12,476 13,136 12,950 232 218 230 13.7 12.9 
Mountain. ...... LO ree : 11 +7 — 3 3,069 2,873 3,164 209 261 15.4 12.3 
eile...... ; : 20 —13 -3 20,928 24,162 21,651 244 245 264 14.4 14.6 






































Bureau of the Census. 


a Includes 15 reports received too late to be incorporated in Census Bureau published releases. 

b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 

* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month. 
Sales include direct shipments and consignment business. Weeks’ supply is lower than if based on cost of sales from owned stocks. 


Current Wholesale Trade. 
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Wholesale Hardware Sales* 
By Geographic Divisions, for October, 1949 
SALES REPORTED CUMULATIVE SALES b 
yew dy y 
GEOGRAPHIC October 194! Amount (Add 000) 
DIVISION vs. 
Number a a 
of ct. ct. 
Firms Oct. Sept. Oct. Oct. Sept. 1949 1948 | Percent your 
c 1948 1949 1949 1948 1949 |(Add 000)|/(Add 000); Change 
o & FOraL......... 310 —15 0 | $75,131 | $88,565 | $74,763 | $642,019 | $747,816 | —14 PA I N T R E M 0 V E R 
New England......... 20 — 8 +8 1,628 1,765 1,506 12,827 15,160 | —15 
Middle Atlantic... 70 | —12 | +6 | 10,901| 12431) 10,316] 94,595) 108,908] —13 SALES! 
East North Central... . 4i —12 0 12,942 | 14,674} 12,890] 108,303) 124,832) —15 4 
West North Central... . 37 —14 —3 13,553 | 15,826} 14,019} 118,449] 137,303; —14 
South Atlantic......... 53 —19 -1 10,043 | 12,430} 10,098 73,025 85,651} —15 
East South Central. . . 23 —20 + 3 5, 6,546 5,082 40,647 47,873 | —15 
West South Central.... 22 —18 —5 7,735 9,418 8,136 78,767 88,923; —11 
Mountain............. 15 -17 -1 2,563 3,072 2,580 21,446 24,310} —12 
rod- NCS or dk handavedl 29 —15 +4 10,507 | 12,403 | 10,136 93,960 | 114,856) —18 
per 
ural Bureau of the Census. Current Wholesale Trade. 
1.50 a Includes 16 reports received too late to be incorporated in Census Bureau published releases. 
. b Includes reports received too late for inclusion in previous monthly totals. 
s on c Number does not apply in all cases to the cumulative figures. 
nces 
led States Comprising Regions: 
anc- New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 
wire Middle Atiantic—(N. J., N. Y., Pa.) ? 
(tras East North Central—(lil., Ind., Mich., Ohio, Wis.) 
siete West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
% South Atlantic—(Del., D. C., Fia.. Ga.. Md, N. C., S. C., Va., W. Va.) 
ad- East South Central—(Ala., Ky, Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 
Pacific—(Calif., Ore., Wash.) 
ied - Order this new 
ised nealed sheets, $93; vitreous enameling does 20-in. wide strip. Labor and over- 
“on sheets, $98; electrical sheets, field head costs per ton are therefore lower d « 
- : grade, $113, armature grade, $119, and on the wider sheets. The refrigerator emonstration 
ting ° . . 
“ee electrical grade, $139. manufacturer who is now using a 20- 
_ 7 * 8 gage 22-in. wide cold-rolled sheet 120 i 
illey : s e 
s of Changes in steel pricing — in. long got a $2.00 a ton base price ; 
a 1 The changes in extra charges announced increase and a $7.00 a ton increase in oe the new Klean Strip yi — 
weal 4 pac on your counter Or display table so 
rices last week by U. S. Steel Corp. and the — 0 the U. S. Steel changes. The your customers can make the famous one- 
$35 revision in base prices mean much automobile manufacturer who uses a minute Klean Strip demonstration them- 
: more than just a moderate and not un- 22-gage 60-in. wide sheet 120 in. long selves! They'll see how Klean Strip ac tually 
poo expected steel price boost, in average got the same $2 a ton boost in base = 4 — Se aos. 20 casily 
an fs . “_ . she ry-it- Yourse pack comes com- 
an- steel prices. They reveal a revolution- price but ones on this size were plete with brush, metal testing panels, book- 
ary method of arriving at extra charges slashed so that its cost per ton has been lets, and 12 pints of Klean Strip. It can be 
and apparently show a new kind of reduced from $104.00 to $94.00, a price set-up to go to work for you in a jiffy. 
——— > + . > ) " : . “i 
thinking on steel pricing: Make each reduction of $10 a ton. A 22-gage a ee. yong i: ec one cea 
o ae oO oO . onbper oda an vatcn 
product stand on its own from a profit cold-rolled sheet 44x144 in. now sells your paint remover profits grow! There's 
standpoint, said The Iron Age, a Chil- for $5 a ton less under the new U. S. nothing like Klean Strip! 
an ton Co. publication affiliated with Steel schedule. Smart steel buyers one, DEALERS: For free sample of 
Harpware AcE, in its Dec. 22 issue. therefore, going over the new extra lists Klean Strip, write 
The revolution in “extra”: pricing is very carefully says The Iron Age. Next W. M. BARR & CO. 
iy most apparent to sheet users. Actually the designers and production engineers 2342 S. Lauderdale, Memphis, Tenn. 
it is only a delayed recognition of the will be called in. Buying practice of 
technological revolution that had com- many firms will be changed and per- 
* pletely swept the steel industry long haps in time so will design. It is pos- 
48 before the war—the changeover to wide sible to redesign for wider sheets with- 
- high speed continuous mills which roll out much increase in manufacturing 
f out tremendous tonnages of flat rolled and assembly costs it will be done with 
4 steel at high speeds. Before this hap- the net effect being a saving in steel 
7 pened it was more difficult and costly cost to some fabricators despite the 
-0 to make the wider sheets: The old hand base price increase. 
y mills were better suited to narrow short oe 
sheets. So the steel companies charged Linoleum and tile—On Dec. 
: more for the wider sheets, less for the 7, Armstrong Cork Co. announced a 
— : . : . CLEAN © EASY TO USE 
narrower ones. Today the production reduction of approximately 5.8 per cent 
and cost picture is practically reversed. in the price of asphalt tile, and from NON-INFLAMMABLE 
The modern steel mill makes twice as 2 per cent to 6 per cent in prices of 
much 40-in. wide strip in an hour as it several types of linoleum. Last April, 
49 HARDWARE AGE, DECEMBER 29, 1949 81 






























































Armstrong had cut asphalt tile prices 
by 3 per cent to 9 per cent. In June, 
the company announced reductions on 
linoleum of 2 per cent to 6 per cent 
and up to 10 per cent on felt base, 
Linotile. Linowall and most sundries. 
The company now is introducing 18 
new patterns of linoleum, a new York 
tile, seven Quaker rug designs, four 
patterns in Quaker floor covering, six 
new standard rugs and nine new de- 
signs in standard floor covering. 

C. N. Painter, vice-president, in an- 
nouncing the lower prices said, “We 
ire eliminating any special prices on 
large tile jobs. From this time forward, 
our tile products will be sold only on 
the basis of published prices and estab- 
lished discounts.” 

Price adjustments include an in- 
crease of about 10 per cent in the 
price of Armstrong’s new Arlon tile, 
recently introduced. Arlon is a syn- 
thetic tile with grease-resistant char- 
acteristics. It has been selling at slight- 
ly above the prices of asphalt tile. 
Prices of Armstrong’s heavy gauge 
plain, jaspe and marbelle linoleum 
were reduced about 6 per cent; stand 
ard gauge plain about 2 per cent: 
standard gauge jaspe about 4 per cent; 
standard jaspe tile, light gauge mar 
belle and lining felt have been reduced 
abeut 5 per cent and the prices of 
wax, cleaner, paste, asphalt primer and 
2 


certain other items from 3 per cent to 


7 per cent. 


Builders’ hardware—Jobbing 
sources report that builders’ hardware 
prices are seemingly due to advance. 
One large manufacturer has already 
announced the withdrawal of prices, as 


other makers may also withdraw some 
of their prices. 
* . * 

Lead and zine -For the first 
time in many weeks, there has been a 
perk-up in lead demand, as the govern- 
ment puaced orders for its stockpile re- 
quirements. The metal is to be de- 
livered during the first half of 1950 
Some additional lead tonnages also were 
said to have been bought by the U. S. 
for current shipment, to fatten up the 
1949 stockpile. Some of the lead for 
the stockpile was priced at the present 
12 cents per pound (at New York) 
uuotation. The bulk of the deliveries, 
however, it is stated, will be on the 
basis of the average quotation prevail- 
ing during the month when shipment is 
made. In the zinc market, special 
high grade zinc has been in good de- 
mand, and the supply scarce because 
of a strike which has kept an important 
smelter idle for many weeks. Prime 
western grade also remains in satis- 
factory demand, at 934 cents per pound, 


Fast St. Louis. 


” 


“New” steels become im- 
portant -—- The “national emergency” 
steels that were developed in the war to 
conserve critical supplies of vital alloys 
have taken an apparently permanent 
place in the industry. They performed 
so well in the manufacture of weapons 
and the machinery of war that fabri- 
cators continue their use in a host of 
peace time products requiring steel that 
must withstand inteinse heat, cold, cor 
rosive conditions, or unusual strains of 
service. By 1943, the new types made 
up one-third of total alloy steel pro- 
duction, and seretched the supplies of 


molybdenum, vanadium, 


chromium, 
tungsten, and cobalt. the principal al- 
loying metals. Although alloy steels 
make up only 8 per cent of the coun- 
try’s production, plain carbon steels 
constituting the rest, many instruments 
of war would have been impossible 
without these “tailor made” steels, and 
they also have a wide variety of peace 


time uses. 


New sources located and de- 
veloped—Steel with about 12 per cent 
manganese is extraordinarily tough and 
is needed for railroad crossings, 
switches, and power shovels, among 
other purposes. Russia, a former major 
supplier, has eased off shipments sharp 
ly, and the slack in manganese from 
Russia has been taken up mainly by 
the Gold Coast of Africa and by India. 
Only insignificant amounts of mangan 
ese ore are obtained in the United 
States. Russia also has fallen to a 
trickle in shipments of chromium, used 
extensively in the production of ball 
hearings, tools, and automotive parts, 
and the United States has turned to 
Africa, Cuba and Turkey for supplies. 
War in China has limited supplies of 
tungsten, which gives steel extreme 
hardness at high temperatures and is 
used in high speed cutting tools and 
magnets. Steel men are taking larger 
quantities from Bolivia, Thailand, and 
Brazil to augment American sources. 
Of the other principal metals derived 
largely from foreign sources, for the 
production of specialized steels, the in 
dustry is assured adequate supplies of 
nickel and cobalt, obtained principally 
from Canada. 


~ * 


of Dec. 20, with the possibility that manganese, nickel, silicon. copper. More use of copper-—Copper 








Estimated Sales of Wholesale Hardware Distributors 
By Months 1939 to October, 1949 


(Expressed in millions of dollars) 











1949 














Month 1939 1940 1941 1942 1943, 1944 1945 1946 1947 1948 
EE, gine ecca elena 39 44 55 89 59 72 87 120 185 204 184 
SIME, su ye veccrestreeieies 37 41 52 83 64 82 85 126 191 207 178 
ae rer 48 49 61 93 73 89 103 141 219 246 222 
ee ee ee 47 55 74 93 74 85 97 154 227 256 204 
| Re Seren ee rarer 52 57 77 78 71 86 93 159 216 233 206 
BEY ov eee eahewaiamu as 51 56 77 80 76 89 92 157 202 237 198 
ere rere 45 55 79 73 73 82 89 162 200 227 171 
ID acs a Ges etnraparaiene 50 59 82 74 75 91 96 174 204 248 192 
oc prte Stoo gsainea 60 63 87 73 73 90 97 176 222 253 213 
EE Fs ccxarmengane dashes 60 71 91 74 76 94 113 214 254 262 212 
Total First 10 Months... 489 550 735 816 714 860 952 1583 2120 2373 1980 
eee 54 65 80 58 77 89 108 195 212 241 
a eee 49 67 82 58 75 82 103 185 211 212 





Grand Total for Year... 592 682 897 926 866 


Source: Office of Business Economics, Department of Commerce. (A revision of previous estimates by that agency.) 





1031 1163 1963 2543 2826 
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INDEPENDENT RETAIL HARDWARE STORE SALES 
. TRENDS IN 19 CITIES IN THE UNITED STATES 


October, 1949 











Per Cent Change 
Oct. 1949 10 mos. 1949 Oct. 1949 

Cities compared with compared with compared with 
Oct. 1948 10 mos. 1948 Sept. 1949 





California—Los Angeles -14 —23 


tee 

San Francisco — 19 +14 
District of Columbia—Washington — 8 -6 + 7 
[llinois—Chicago —13 —1] + 3 
Maryland—Baltimore oi 5 +1) 
Massachusetts—Boston —10 -12 +1] 
Michigan—Detroit ae —3 +HY 
Minnesota—Minneapolis + 4 — 3 + 4 
Missouri—St. Louis 15 -10 —ll 
New York—Buffalo +- 3 - 4 —2 
New York 8 12 + 8 
Ohio—Cleveland 15 + 6 4 
Toledo 12 -3$ 1] 
Youngstown —45 -15 —29 
Pennsylvania—Philadelphia -18 15 +18 
Pittsburgh 21 9 -1] 
l'exas—Dallas -26 —13 — 3 
Washington—Seattle 20 - 6 +18 
Wisconsin—Milwaukee -14 -2 — 3 





Compiled by Bureau of Census, U. S. Department of Commerce. 
_ _Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census are now 
limited to cities and other local areas because appropriations available for the year are not 
sufficient to develop and maintain valid data on a state-by-state basis. 





shipments to domestic consumers in 
November totalled 118,146 tons. Thi- 
was 9,954 tons more than in October. es 
and the highest level since March, 1948. 
Stocks of refined copper held by pro 
ducers dropped to 139.285 tons on Nov. vised upward its earlier large estimates, 
30, a 25,179-ton decline during the and forecasts a 1949 cotton crop of 16,- 
month. They had reached a post-war 034,000 bales, the sixth largest on 


luggage. and musical instruments. in- 
cluding radios and television sets. 


More and more cotton-—The 
Crop Reporting Board has again re- 





high of 217,167 tons at the end of 
August. : 


Department stores — Depart 
ment store dollar sales, on a country- 
wide basis, were down 8 per cent in 
the week ended Dec. 3, compared with 
the like week last year, according to 
the Federal Reserve Board, which re- 
ported that all districts showed de- 
clines. Despite this early discouraging 
report, incomplete data later in Decem- 
ber are good from all sections of the 
country. Many department stores in all 
parts of the nation reported that Dec. 
17 had been their biggest day in many 
vears, in both volume and unit sales. 
Shortages in inventories of gifts in 
heavy demand were a real problem. 
Department store sales for the 48 weeks 
ended Dec. 3 showed a drop of 6 per 
cent from the like period last year, the 
Board said. 

Christmas trade ordinarily accounts 
for about 8 per cent of the year’s total 
business done by department stores, 
about 25 per cent of the annual busi- 
ness of toy stores, and about 15 per 
cent for jewelry, silverware and gift- 
ware stores. The proportion is 10 per 
cent for shops devoted to leather and 
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record. The 1948 cotton crop was 14,- 


877,000 bales. The Board’s latest pre- 


diction was 3 per cent above the esti- 
mate of a month ago, and 8 per cent 
over its estimate on Aug. 1. The De- 
cember 1 cotton crop report will be the 
last this year. Final production figures 
for 1949 will not be known until next 
spring. This year’s huge crop has 
created a surplus problem, and as a 
result the Agricultural Department has 
asked growers to cut back plantings 20 
per cent next year. 
e ¢ + 

Commodity prices—-Wholesale 
commodity prices dropped 0.3 per cent 
in the week ended Dec. 6, the Bureau 
of Labor Statistics reported. Its whole- 
sale index stood at 151.0 per cent of 
the 1926 average, 9.3 per cent below 
four weeks ago, and 7.4 per cent under 
the comparable week of 1948. Farm 
products and foods led the latest price 
decline during the week, each dropping 
0.8 per cent. Among non-agricultural 
items, chemicals showed the largest 
drop, receding 0.6 per cent during the 
week. Metals and metal products drop- 
ped 0.2 per cent, while fuel and light- 
ing materials declined 0.1 per cent. 
The only commodities showing advances 


during the week were building ma 
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No. C-1458 
Chrome plated. 
With square 
nuts. For 
later model 
cars. 





Sharon 
| LICENSE 
PLATE 
FASTENERS 





No. 012558 
Rust-proof. 
With wing 
nuts. For 
older 
model 

cars 








At your 
favorite jobber 
or write direct 


Sharon Bil and. Scheu! Lo. 


BOSTON 10, MASS. 





You do if you've “Sharonized"™ your 
screw department! Sharon gives 
you 59 Assortments—683 fastener 
sizes—I2 groups—all in just 12 
feet of shelf space. Best of all, 
Sharon Assortments are REFILL- 
ABLE—for only a few pennies, your 
stock is always complete, inven- 
tory stays right while investment 
stays light! Get Sharon's money- 
saving, money-making REFILL 
story today. 


S Zd 
Shavore Boll aud Screw Co. 
Le 


BOSTON 10, MASS. 











terials, hides and skins, which rose 0.2 
per cent each. 
” - . 


More truck, less rail, ship- 
ping—The two-day work stoppage in 
the coal mines early this month con- 
tributed toward a 13.7 per cent drop in 
carloadings, from the 1948 level, during 
the week ended Dec. 3, the Association 
of American Railroads reported. A 
total of 693,923 cars were loaded in the 
latest week. This was a drop of 110,- 
249 cars from the like week in 1948. 
Not so promptly reported, truckload- 
ings in October were 4.4 per cent over 
the volume for the same month last 
year, but dropped 1.6 per cent below 
the September level. The total ton- 
nage for October was 3,380,224 tons. 
The American Trucking Association 
reported that 79 per cent of all tonnage 
hauled in October was general freight, 
whose volume was 7 per cent above 
Oct., 1948. Petroleum products, which 
constitute 12 per cent of total trucking 
tonnage, rose 2 per cent over October 
of last year. Iron and steel carriers, 
which carry 3 per cent of the total 
volume, reported a drop of 41.2 per 
cent below October, 1948, due to the 


steel strike. 
* 6 @ 


October wholesaling — Sales 
of wholesale merchants in October 
showed a 6 per cent drop from Septem- 
ber, with all major wholesale groups 
contributing to the decline, the Depart- 
ment of Commerce reported. Whole- 
sale inventories at the end of October 
remained practically unchanged from a 
month before. Among durable goods 
wholesalers, sales fell off about 7 per 
cent in October. The chief losses were 
apparent in hardware, automotive sup- 
plies, lumber and building materials, 
which declined about 10 per cent. 
Smaller decreases in sales were noted 
for machinery and metals, house-fur- 
nishings and electrical goods. 

s > = 


A good recovery—Steel pro- 
duction recovered sharply in November 
from the effects of the steel strike. It 
rose to 4,145,294 tons, from 926,082 in 
October. But it was far below the 7,- 
797,558-ton output of Nov., 1948. In 
the first 11 months of 1949, the nation’s 
mills turned out 70,080,776 tons of steel. 
This was 10,779,000 less than a year 


ago. 
e* 636s 


“ 


Fast growing demand “a 
challenge”—The phenomenal growth 
of the hard-surface flooring industry, 
and the greatly expanded market in 
the past decade, “have placed an un- 
precedented challenge before segments 
of the industry,” Armstrong Cork Co.’s 
wholesale distributors were told at 


84 


their recent annual convention. Since 
1940, H. W. Prentice, Jr., president, 
said the yardage of hard-surface floor- 
ing produced and sold has increased 
by 100 per cent. “The industry made 
as much progress in those years as in 
the previous 80 years since linoleum 
was invented,” he added. 
- * * 


Cotton allotments meet criti- 
cism — The federal crop controllers 
have bumped into trouble, in their pro- 
gram to cut some five million acres off 
the national cotton “patch” next year. 
The people who grow this important 
staple are really mad. They accept the 
decision to pare national acreage 23 per 
cent. But the way the Congress (in 
legislation passed this year) decided 
to divide up the cut among individual 
farmers has them voicing vigorous com- 
plaint. The big cut-back in planting 
isn’t a 23 per cent-for-everybody affair. 
Many farmers apparently found this 
out for the first time when individual 
acreage allotments started going out 
through the cotton country this month. 


Due to the twists and turns within the 
law, thousands of planters have been 
handed allotments cutting their cotton 
planting 50 per cent—or more. For 
these it means a sudden halving of a 
rich cotton-field income. Imbedded in 
the language of the legislation is a pro- 
viso to the effect that, in general, no 
farmer shall plant a higher percentage 
of his crop land to cotton next year 
than his county as a whole does. In 
other words, if the county’s acreage 
allotment lets it plant, say, 30 per cent 
of its crop land in cotton, then each 
individual farmer gets a cotton allot- 
ment equal to no more than 30 per cent 
of his own cultivated land. For the 
farms which in the past have been de- 
voted almost entirely to cotton, this set- 
up is, in many cases, bringing results 
which come pretty close to possible 
ruin. 
* = al 

Inventories working down— 
Business inventories at the end of Octo- 
ber were valued at $55,200 million, a 
decline of $60 millon during the month. 





Gloves and Tool Handles Promote Two-Way Sales 


HE man who buys a pair of 

work gloves usually uses a ham- 
mer, shovel and other items re- 
quiring handles, and so Edward 
Genson & Son, Kankakee, Ill., has 
a special table where these items 
are displayed together. 

The top of the table is devoted 
to a fine showing of a variety of 
work gloves. The top area also 


shows one level of hammer han- 
dles in different sizes. The area 
below the counter top level has a 
number of special slots in which 
axe, shovel and many other types 
of handles are stored. These han- 
dles can easily be seen by the 
workers, farmers, etc., who come 
to buy gloves. Sales of one item 
suggest the sale of another. 





When a customer purchases gloves he frequently needs tool handles and 


vice versa. This display is a real 


builder of double-barrelled sales. 
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High Up Lighting Fixtures Catch the Eye 





eS 





ia 


When the B. & H. Hardware, Columbia City, Ind., moved its lighting fixture 

display to the ceiling area of the store's window display section, sales began 

to increase on the line. The lights are turned on during dark days and at 

night, and make a striking window display as well, says Neal Holland, who 

with his brother, Eldon, operates the store. People who walk by on the 

street, and even motorists, can see this brilliant illumination and the various 
fixtures from which it is coming. 





Stocks of goods held by manufacturers 
on Oct. 31 totaled $30,800 million, off 
$200 million from Sept. 30. This more 
than offset October gains in wholesale 
and retail inventories. 

* * 2 


Average consumer income 
down—Consumer income dropped to 
the lowest level of the year in October, 
says the Department of Commerce. 
However, the total was less than one 
per cent below September, despite wage 
losses by steelworkers and coal miners. 
The average in the first 10 months of 
1949 remained a record high, topping 
a year earlier by about 0.05 per cent. 
The Department estimated the total con- 
sumer income—which is all income 
received by persons, as distinct from 
corporations—was at an annual rate of 
208 billion 400 million dollars in Octo- 
ber, while in the first 10 months of 1949 
the average rate was 211 billion 800 
million dollars, or 900 million above 
1948. The Department’s report covers 
receipts from wages and salaries, net 
incomes of farmers and owners of un- 
incorporated businesses, dividends and 
interest received by investors, social 
security and relief payments, and vete- 
rans’ pensions. Against the general 
trend, farm income increased in Octo- 
ber from the 1949 low reached in Sep- 


tember. 
* * * 


November sales—Fifteen chain 
stores and mail order firms reported 
November dollar sales down from the 
like month last year, with decreases 
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ranging from 1.5 per cent to 21 per 
cent. Two other firms reported sales 
gains. Spiegel, Inc., a mail order house, 
made the best November showing com- 
pared with the like 1948 month, with 
a sales gain of 7.89 per cent. Other 
mail order houses, however, did not 
fare so well. Montgomery Ward and 
Sears, Roebuck recorded November 
sales slumps of 7.3 per cent and 6.1 
per cent, respectively, but these per- 
centages were relatively better than the 
average showings of both companies 
for 1949 to date. The variety store 
group experienced less pronounced de- 
clines than other stores. W. T. Grant’s 
sales advanced 0.25 per cent over last 
year’s month. Woolworth dropped 1.5 
per cent and Kresge, 4.7 per cent. 
. . - 


Employment figures look 
better—Total employment in the U. S. 
during November “recovered the losses 
arising from the disputes in steel and 
coal,” the Commerce Department re- 
ported. It said employment rose to 
59,518,000 in the week ended Nov. 12. 
This was 517,000 above the total for 
the corresponding week in October. 
Unemployment in November was placed 
at 3,409,000, o drop of only 167,000 
from October. Officials said the rela- 
tively small decline in unemployment 
was “evidence of an increase in the 
number of seasonal workers looking for 
jobs.” 

* » * 

Too much tin—“Too much tin” 

still is dragging down the price of this 


















RANSON 


VIKING 


HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 


For use in factories, cotron 
fields, farms, warehouses 
or wherever a rugged, 
heavy duty balance of re- 
liable accuracy is required. 
Dial is recessed for protec- 
tion, graduations deep 
etched for durability and 
readability. Adjustment 
allows indicator to be set 
at zero to balance scoop or 
pan attached to hook. 


CAPACITIES 
25 Ibs. by ‘2 Ib. 
50 Ibs. by 1 Ib. 
100 Ibs. by 1 Ib. 
160 Ibs. by 1 Ib. 

200 Ibs. by 2 Ibs. 
300 Ibs. by 5 Ibs. 


SEE YOUR JOBBER 
HANSON SCALE CO. 


;. 525 N, Ada Street, 
Chicago 22, ill. 











FINGER GRIP 


ADJUSTABLE CLIPS 
FOR “PARKING” THINGS 





OUTSTANDING PATENTED FEATURE 
MILLIONS IN USE 


@ Adjusts for size, in a jiffy 

@ Holds everything with a handle 

@ Keeps shape permanently 

@ Favorite of Homeshop Fans 

@ All sizes—Small, Medium, Large 

@ Nickle plated—burnished finish 

@ Packed in attractive Display Boxes 
@ Priced right for profitable sales 


SEE YOUR JOBBER OR WRITE 








ARTHUR I. PLATT CO. 


Fairfield, Conn. 














can-coating metal. The U. S. uses some 
29 billion “tin” cans yearly. Actually, 
the cans are made of thin steel covered 
with a veneer of tin. The metal, which 
also enters a long list of items ranging 
from solder to bearings, was worth 
$1.03 a pound less than three months 
ago. Its price on Dec. 8 had fallen to 
79 cents. Metal men estimate world tin 
supplies are now around 215,000 long 
tons. As recently as last January the 
total was only 133,000 tons. World out- 
put has been climbing briskly, while 
world consumption is slipping. In 1947 
world output was 114,600 tons. Last 
year it was nearly 153,000 tons. In the 
first nine months of this year it was 
at an annual rate of 156,000 tons. 
World consumption, placed at 138,500 
tons in 1948, will be less this year, 
say the experts. The big drop in tin’s 
price has come since the tin market 
in London was “declared open” re- 


cently. 


Television has  “skyrock- 
eted”—Officials of Westinghouse Elec- 
tric Corp. report that the firm’s tele- 
vision business has skyrocketed, and 
that it is able to satisfy only about 70 
per cent of the pre-holiday demand. 
Westinghouse’s big plant at Sunbury, 
Pa., which produces television and 
radio sets, has been at capacity for 
several months to meet demands. West- 
inghouse officials say prices of their 
television sets are at a low point after 
the decline this year, and that the 
prospect is “if anything, for a slight 
firming or increase.” Reductions, they 
say, should come gradually through 
improvement in design, engineering and 
manufacturing processes. 

Production of television sets by all 
U. S. companies rose from 185,000 sets 
in 1947 to 950,000 sets last year, and 
this year’s output is expected to exceed 
two million units. Next year, the turn 
ing out of 3,200,000 television receivers 
by United States manufacturers wa- 
predicted by J. W. Craig, general man- 
ager of Avco’s Crosley Division. Look 
ing a little further, Mr. Craig fore- 
sees employment, directly or indirectly, 
from television for more than one mil- 
lion persons within the next five years. 


* * » 


Expect higher building costs 

The Commerce Department says con- 
-truction costs are expected to show a 
“slight upward tendency” in 1950, but 
the average for next year will be about 
the same as for 1949, The Department’s 
report for November, on construction 
and construction materials, said new 
construction in 1950 probably will 
equal the expected $19,250 million in 
1949. It figures a probable drop of 
$925 million in 1950 private construc- 
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tion outlays compared with his year, 
but public construction expenditures 
are expected to increase enough to off- 
set. * ww « 

Actual construction totals— 
The value of new construction in 1949 
is practically certain to set a new 
record, the Departments of Commerce 
and Labor said. November figure- 
brought the 11 month total to $17,700 
million, two per cent over the like 
period last year. November saw a con- 
‘inuation of the unprecedented build- 
ing pace set during the second half of 
this year. While the month’s total was 
down about 8 per cent from the Octo- 
ber figure, it still was some 6 per cent 
better than the amount in November, 
1948. The spurt in non-farm home 
building that has been so marked in 
recent months continued in November, 
with a total value up 14 per cent over 
the figure last November. However, the 
year-to-date total for non-farm resi- 
dential construction was about 5 per 
cent less than that for 1948, because 
of the lag early this year. Activity in 
non-residential building equaled, or ex- 
ceeded, October levels, in contrast to 
the usual seasonal decline expected in 
November. A large volume of con- 
struction was begun during the month 
on contracts for stores, restaurants, 
garages, warehouses, and office build 
ings. Industrial, hospital, and religiou- 
construction also held up well in No- 
vember. rete 

Guessing on 1950 — Looking 
toward 1950, economists of Cleveland 


Trust Co. are “on record,” that new 


construction will have a total 195U 


volume within 5 per cent of 1949. Pub 
lic construction, particularly highway 
and street expenditures, will show an- 
other gain in 1950, they predict, with 
home building easing off from 5 per 
cent to 10 per cent from the 1949 high 
level of about a million units. Steel 
production next year, according to the 
Bank, probably will show a slight gain 
of not more than 5 per cent over 1949 
reflecting considerable “borrowed busi- 
ness” occasioned by this fall’s steel 
strike. Output of automobiles, the third 
basic barometer of business, it prophe- 
sies, will witness a decline in the com 
ing year to about four-fifths of the 1949 
record production of more than 3ix 
million autos and trucks. 
eo > - 

Expect fewer farm machine 
sales—Farm machinery sales in 1950 
will be somewhat smaller than in 1949, 
according to Theodore Johnson, presi 
dent of the J. I. Case Co. and of the 
Farm Equipment Institute, but sales 
should remain at “reasonably high 
levels.” This forecast is based on the 
assumption that farm income will not 
be as high in 1950 as in recent years. 
because prices of farm products are 
lower. Assuming good crops, the de- 
cline in income should be relatively 
mild, and farmers should be in a finan 
cial position to buy whatever new 
equipment they need, Mr. Johnson ad 
ded. Sales of U. S. made farm ma 
chinery in foreign countries also are 
expected to drop, largely because of 
devaluation, which means higher prices 
for American products in foreign cur 


rencies. 


Tax Dollars Have No Pups 


By DR. ALFRED P. HAAKE 


OSEPH and, Pharaoh many 

years ago, took over the entire 
land of Egypt, lock, stock and 
barrel, with a tax of 20 per cent 
followed by a seven-year depres- 
sion. England is now paying 
more than 40 per cent of her na- 
tional income to government in 
taxes for services which could be 
rendered better and at less cost 
under our own American Way. 
Even Sir Stafford Cripps recently 
admitted that England has gone 
as far as she can go in redistrib- 
uting incomes and wealth and 
must now go to work and produce 
more if the people want more. 

What will happen to our own 
United States with a national debt 
of more than a quarter trillion 


dollars and taxes that absorb 
more than 30 per cent of our na- 
tional income? 

It is not a pretty picture. We 
could shut our eyes to it and re- 
fuse to recognize the warnings of 
history, in ancient Rome or mod- 
ern England. Or we can face the 
facts fearlessly and. perhaps, still 
save our American Way by bring- 
ing government and taxes back to 
the people. 

Some people seem to think that 
when we send a dollar to Wash- 
ington it has pups on the way. 
Exactly the opposite is true. The 
dollar you send to Washington 
shrinks on the way. loses weight 
in Washington and still more on 
the way back. You are lucky if 
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the benefits you get from Wash- 
ington amount to as much as half 
what they cost in taxes. 

Many people fail to see that. 
because they think that somebody 
else is sending the dollars to 
Washington, and they don’t care 
much, even though the dollars are 
inefficiently spent, as long as they 
are not sending them. Well, their 
own turn is bound to come, and 
then someone else gets their dol- 
lars. cut in two. 

So much of our national in- 
come is already going for the cost 
of government that we do not 
have enough dollars to invest in 
the tools and machinery which 
we need to maintain and increase 
the productivity of industry. 

Productivity is the source of 
higher standards of living, and 
cost of government is the chief 
enemy to national prosperity. 

There are two ways to reduce 
the cost of government. First, we 
can reduce the functions and ser- 
vices of Federal Government, es- 
pecially those which should never 
have been taken away from local 
government in the first place. Dur- 
ing the past 35 years the share of 
all tax money going to Federal 
Government has increased more 


than 21% times, while the share 
for local government has fallen to 
about one fourth of what it was. 
The other way to reduce the 
cost of government is to get more 
for the tax dollar by spending it 
at home. The closer the spending 
of the taxes is kept to the people 
who pay the taxes, the more you 
get for your tax money. The 
farther away you send the money 
and the control of its spending, 
the less you get for your money. 
That’s why we ought to in- 
crease the share of the total taxes 
which goes to local government, 
where we get most for our dol- 
lars—and why we should decrease 
the share which goes to Federal 
Government, where we get the 
least for our dollars. In local gov- 
ernment, the people who spend 
the money are neighbors and di- 
rectly responsible to the people 
whose money is being spent. 
The only dollars that have pups 
are those invested in tools to in- 
crease production. Government 
does not produce. It only con- 
sumes, and for every dollar the 
government in Washington spends 
on you. someone has to send two 
dollars or more to Washington. 
Tax dollars have no pups! 
—Pulling Together 








This Window Helped Sell Sporting Goods 











Omer De Serres, Limitée, Montreal, Canada, hardware store, attracted 
considerable attention last spring with this interesting and neat display 
featuring a variety of outdoor sports items. A complete costume for a 
feminine angler was effectively shown in the center of this showing of fishing, 
golf, picnic and tennis articles. Flowers, grass and twigs, used in spots 
throughout the display added to the effectiveness of this scene. It was an 
attention getter and says Roger De Serres, president of the company, "This 

window really helped the sale of sporting goods.” 
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The Best Are 
BETTER BRAND 


mcuse and rat 
TRAPS 





© METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
© OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 











user should 


DOES THE WORK LEFT UNDONE BY 
THE LAWN MOWER. 


A new Streamlined Model No. 480 


GRANITE STATE MOWING MACHINE CO. 





The Capitol 


7.M.~ REG. 


TRIMMER AND EDGER 
if 


Every Lawn Mower 








have one. 





5 Blades—6 inch cut 


HINSDALE, N. H. 


Fine Lawn Mowers Since 1856 
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It takes years of actual service on 
the job to create a popular buying 
trend for builders’ hardware. Smooth, 
friction-free service, year after year, 
has proved that NATIONAL Hard- 
ware possesses exceptional "built-in" 
stamina. 


The modern designs incorporated in 
this extensive line meet the require- 
ments of both present-day construc- 
tion and those of tomorrow. 


Attractive, protective finishes and 
neat packaging are further aids in 
building profitable repeat sales with 
National Hardware. 


NATIONAL 


MANUFACTURING COMPANY 


Sterling ° - Illinois 
















CONVENTIONS 





COMING 






AND 
EVENTS 


According to 











Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 23-25, 1950, 
at Sherman Hotel, Chicago, Ill. E. C. 
Lindquist, vice-president and secretary, 
is in charge of arrangements. 

Alabama Retail Hardware Associa- 
tion, annual convention and _ exhibit, 
May 17-19, 1950, at the Tutwiler Hotel, 
Birmingham. Mrs. Euna G. Ramsey, 
509 North 19th St., Birmingham 3, 
secretary. 

American Hardware Manufac- 
turers Assn., 98th semi-annual con- 
vention meeting jointly with the 59th 
annual convention of the Southern 
Wholesale Hardware Association, 
April 2-6, 1950, at the Netherland- 
Plaza Hotel, Cincinnati, Ohio. Arthur 
L. Faubel is secretary-treasurer of the 
manufacturers’ association with head- 
quarters at 342 Madison Ave., New 
York City 17. T. W. McAllister, 814 
Metcalf Bldg., Orlando, Fla., is man- 
aging director of the wholesalers’ group. 

American Hardware Supply Co., 
annual merchandise fair and_ stock- 
holders’ meeting, Jan. 30-Feb. 1, 1950, 
at company headquarters, 41 Terminal 
Way, South Side, “Pittsburgh 19, Pa. 
William M. Stout, executive vice-presi- 
dent and general manager. 

Arkansas Refail Hardware & Im- 
plement Assn., convention and exhibit, 
Feb. 13-15, 1950, at the Hotel LaFay- 
ette, Little Rock. A. W. Porter, La- 
Fayette Hotel, Little Rock, is secretary. 

Bicycle Institute of America, 1 
E. 57th St., New York City, annual 
convention Jan. 9-15, 1950, at the Boca 
Raton Club, Boca Raton, Fla. Partici- 
pating groups are the Bicycle Manu- 
facturers Assn. of America, the Cycle 
Parts and Accessories Manufacturers 
Assn., the Cycle Jobbers Association, 
and the Merchant Member Group. H. 
Clyde Brokaw is B.I.A. president. 

Builders’ Hardware Conference, 
Fifth Annual Pacific Coast Regional 
Conference, May 17-19, 1950, at the 
Ahwahnee Hotel, Yosemite National 
Park, Cal. Sponsored by Districts 18, 
19, and 20 of the National Contract 
Hardware Association and of the Amer- 


ican Society of Architectural Hardware 
Consultants, 420 Madison Ave., New 
York City 17. John R. Schoemer, man- 
aging director. 

California Gift Show, Jan. 22-27, 
1950. Show information available from 
Woody C. Klinborg, director of trade 
shows for Los Angeles Trade Fair, Inc., 
1151 So. Broadway, Los Angeles, Calif. 

California Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Feb. 20-22, 1950, at the St. Francis 
Hotel, San Francisco. LeRoy Smith, 
Room 262, Western Merchandise Mart, 
1355 Market St., San Francisco, secre- 
tary. 

Coast-to-Coast Stores, annual 
meeting, Feb. 5-7, 1950, at Minneapolis; 
Mastercraft Sales Meeting, May 1-2, 
1950. Sponsored by the Coast-To-Coast 
Store Central Organization, Inc., 29-43 
Main St., S. E., Minneapolis 4, Minn. 

Connecticut Hardware Assn., an- 
nual convention, Jan. 25-26, 1950, at 
the Hotel Bond, Hartford, Conn. Ned 
Russell, Harris Hdwe., Southport, 
Conn., is secretary. 

Cotter & Co., annual stockholders’ 
meeting and Spring Merchandise Fair, 
Jan. 30-31, 1950, at the company’s 
office and warehouse, 365 E. Illinois 
St., Chicago 11, Ill. 

Florida Retail Hardware and 
Georgia Retail Hardware Associations 
will hold their annual convention joint- 
ly in May, 1950, at the Seminole Hotel, 
Jacksonville, Fla. William W. Howell, 
Waycross, Ga., secretary for both 
groups. 

Franklin Hardware & Supply 
Co., annual spring meeting, Feb. 6-7, 
1950. Meeting place to be announced 
later. F. Leon Herron, is executive vice- 
president of the company which is lo- 
cated at 918-928 N. Delaware Ave., 
Philadelphia 23, Pa. 

Georgia Retail Hardware and Flor- 
ida Retail Hardware Associations will 
hold their annual convention jointly in 
May, 1950, at the Hotel Seminole, Jack- 
sonville, Fla. William W. Howell, Way- 
cross, Ga., secretary for both groups. 

Illinois Retail Hardware Association 
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annual convention and exhibit, Jan. 
16-18, 1950 at the Hotel Sherman, Chi- 
cago. William F. Ewert, 1194 Mer- 
chandise Mart, Chicago 54, secretary. 

Indiana Retail Hardware Associa- 
tion, annual convention. Jan. 24-26, 
1950, at Indianapolis. Convention head- 
quarters, Hotel Lincoln; exhibit, Murat 
Temple. G. F. Sheely, 333 No. Penn- 
sylvania St., Indianapolis 4, secretary. 


Industrial Supply Convention, 
May 22-24, 1950, at Atlantic City, N. J. 
Conference booths at the Public Audi- 
torium. Convention is sponsored jointly 
by the American Supply & Machinery 
Manufacturers’ Assn., general manager, 
F. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Machinery Distributors’ 
Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., Atlanta, Ga. 


Industrial Supply Regional 
Forums, Jan. 12-13, 1950, at Biloxi, 
Miss., southern regional meeting spon- 
sored jointly by the Southern Supply & 
Machinery Distributors’ and the Ameri 
can Supply & Machinery Manufac- 
turers’ Associations. 


Iowa Retail Hardware Association 
annual convention, Feb. 7-10, 1950, at 
Des Moines, Iowa. Convention head- 
quarters, Hotel Savery; exhibition, 
Poultry Industries Bldg., Fairgrounds. 
Philip R. Jacobson, Mason City, secre- 
tary. : 

Kentucky Retail Hardware Asso- 
ciation, annuol convention and exhibit, 
Jan. 30-Feb. 1, 1950, at the Brown 
Hotel, Louisville, Ky. D. W. Laws, 501 
Republic Bldg., Louisville 2, secretary. 

Louisiana Retail Hardware Asso- 
ciation, annual convention, March 20- 
21, 1950, at the Hotel Heidelberg, 
Baton Rouge. David O. Mansfield, 226 
S. State St., Jackson, Miss., is secretary. 

Marshall-Wells Associate Stores 
Congresses sponsored by the Marshall- 
Wells Co., Duluth, Minn. At Duluth, 
Feb. 13-15, 1950; at Portland, Spokane 
and Seattle (combined in one meeting 
at Portland), Feb. 20-22; at Billings, 
Feb. 27-28. 

Michigan Retail Hardware Associa- 
tion, annual convention, Feb. 21-23, 
1950, at Grand Rapids. Convention 
headquarters, Pantlind Hotel; exhibit, 
Auditorium. Harold W. Schumacher, 
1112 Olds Tower Bldg., Lansing 8, 
secretary. 

Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 24-26, 
1950, at St. Paul. Convention head- 
quarters, St. Paul Hotel; exhibit,’ Au- 
ditorium. C. J. Christopher, Nicollet at 
24th, Minneapolis, secretary. 


Mississippi Retail Hardware Asso- 
ciation, annual convention, June 5-6, 
1950, at the Buena Vista Hotel, Biloxi. 
David O. Mansfield, 226 S. State St., 
Jackson, is secretary. 

Missouri Retail Hardware Associa- 
tion, annual convention and exhibit, 
March 7-9, 1950, at the Jefferson Hotel, 
St. Louis. Louis C. Kreh, 1189 Arcade 
Bldg., 812 Olive St., St. Louis, secre- 
tary. 

Mountain States Hardware and 
Implement Association, annual con- 
vention, Jan. 24-26, 1950, at the Cos- 
mopolitan Hotel, Denver, Colo. F. W. 
Reich, 1233 Spruce St., Boulder, Colo., 
secretary. 

National Hardware Week, April 
28-May 6, 1950. Sponsored by the Na- 
tional Retail Hardware Association, 
Indianapolis, Ind. Rivers Peterson, man- 
aging director. 

National Houseware and Home 
Appliance Manufacturers Exhibit, 
Jan. 19-26, 1950, at the Navy Pier, 
Chicago, Ill. Sponsored by National 
Housewares Manufacturers Association. 
A. W. Buddenberg, executive secretary, 
1140 Merchandise Mart, Chicago. 

National Retail Hardware Asso- 
ciation annual congress. July 17-20, 
1950, at Seattle, Wash. Rivers Peter- 
son, 333 No. Pennsylvania St., Indi- 
anapolis 4, Ind., managing director. 

National Sporting Goods conven- 
tion and show, Jan. 22-26, 1950, at the 
Hotel Morrison, Chicago, Ill. Exhibits 
in booths and rooms. Sponsored by the 
National Sporting Goods Assn., One 
North LaSalle St., Chicago 2; G. Mar- 
vin Shutt, secretary. 

Nebraska Retail Hardware Asso- 
ciation, annual convention, Feb. 14-16, 
1950, at Omaha. Convention headquar- 
ters, Paxton Hotel; exhibit, Auditorium. 
C. A. McCoy, 325 Insurance Bldg., Lin- 
coln 8, secretary. 

New England Hardware Dealers 
Association annual convention and ex- 
hibit, Feb. 21-23, 1950, at the Hotel 
Statler, Boston, Mass. Russell R. 
Meuller, 185 Dartmouth St., Boston 16, 
secretary. 

New York State Retail Hardware 
Association, annual convention, Feb. 14 
16, 1950, at Buffalo. Convention head- 
quarters at Hotel Statler; exhibit, Me- 
morial Auditorium. Nichols H. Kiley, 
904 Hills Bldg., Syracuse 2, secretary. 

North Coast Retail Hardware Asso- 
ciation, annual convention, Feb. 12-14, 
1950, at Multnomah Hotel, Portland, 
Ore. D. D. Stewart, 714 American Bank 
Bldg., Seattle 4, Wash., secretary. 

North Dakota Retail Hardware As- 
sociation, annual convention, March 21- 
23, 1950, at Bismarck. Convention head- 
quarters, Patterson Hotel; exhibit, Au- 
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ARMSTRONG - BRAY 


WIREGRIP precision made 
Belt Hooks come with 
extra (patented) blue 
aligning cards—are held 
more rigid, assur- 
ing perfect align- 
ment of hooks— 
less hook loss from han- 
diing—a better job when 
applied with any make 
lacing machine. 6 sizes. 
















PLATEGRIP Fasteners 
for . . . Conveyor 
Belts. Make strong 
dust-tight joints in 
belts, of any width. 
Spread tension sn:torm- 
ly across belt, allow 
natural troughing of belt 
and operate smoothly 
over flat, crowned or 
take-up pulleys. Sizes 
for belts from 4" 
to If" thick. Easily ap- 
plied anywhere. 


STEELGRIP Flexible Lacing, applied with a hammer, 
clinches over and protects end of belt. Makes 
strong, flexible joints. Boxed with 2-piece hinged 
rocker pins or can be obtained in long lengths for 
conveyor belt use. 


ARMSTRONG-BRAY & CO. 


The Belt Lacing People 


5348 Northwest Hwy. Chicago, II; 








THE LAST WORD IN 





WIRE PRODUCTS 


BRASS, COPPER, DARK, TINNED, 
GALVANIZED COILS AND SPOOLS 
1 OZ. TO 20 LB. PACKAGES 








STOVEPIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 


STRANDED AND 
SOLID CLOTHES 
LINE WIRE 











STRANDED 
AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 










BRAIDED 
PICTURE 
WIRE 








===> SOLD THROUGH 
‘= JOBBERS ONLY 


ASK YOURS FOR PARTICULARS 


withH CONFIDENCE 


PANCHOR 


WIRE. CORPORATION 


16 JAMAICA AVE 
a a | ’ oes. meee ee YORK 
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, NEW Farm-wisE 
ELECTRIC STOCK WATERER 
Offers Quick Sales—More Profits 


Makes possible low-cost, automatic out- 
door watering the year-round—even in 
FREEZING weather. Easy to install. 
Guaranteed for one year. Standard trade 
discounts. Delivery NOW! 


Write for Catalog Sheets and Prices 


CALF-TERIA SALES, INC. 


Dept. B Fort Wayne 3, Indiana 













Stock 
Shipments 


SWEDISH STEEL ANVILS 
SWEDISH (NORWAY) IRON IN BARS 


SWEDISH-AMERICAN STEEL CORP. 
435 Kent Ave. Brooklyn 11, N. Y. 








GOODYEAR LOADBINDER 


OPEN . 


GOODYEAR & MILLER CO. 
BLOOMDALE, OHIO, USA. 


NEW 


FARM-WISE 


ELECTRIC DE-ICER 
Offers Quick Sales - - - More Profits 


Operates on |!0-v. AC. Guaranteed for one 
year. Standard trade discounts. Delivery NOW. 
Advertising support to all dealers. 


WRITE FOR CATALOG SHEETS AND PRICES 


CALF-TERIA SALES, INC. 
Dept. B Fort Wayne 3 Indiana 














WHEN YOU WANT TO BE HEARD 





Speak to the right "class"—in 
the Classified Opportunities 
Section of 

HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 
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Coming Conventions and Events 


ditorium. Miss Clarine Sherwood, 24 
Clifford Bldg., Grand Forks, secretary. 

Ohio Hardware Association, annual 
convention, Feb, 7-9, 1950, at Cleveland. 
Convention headquarters, Hotel Statler; 
exhibit, Auditorium. John B. Conklin, 
198 So. High St., Columbus, secretary. 


Oklahoma Hardware and Implement 
Association, annual convention and ex- 
hibit, Feb. 7-9, 1950, at Municipal Au- 
ditorium, Oklahoma City. Robert K. 
Thomas, 711 Wright Bldg., Oklahoma 
2, secretary. 

Ontario (Canada) Retail Hardware 
Assn., annual convention and exhibt, 
Feb. 6-8, 1950, at the Royal York Ho- 
tel. Robert M. Lamb, 1835 Yonge St., 
Toronto, Canada, secretary. 

Pennsylvania & Atlantic Sea- 
board Hardware Association, annual 
convention, Jan. 23-26, 1950, at Phila- 
delphia, Pa. Convention headquarters, 
3ellevue-Stratford Hotel; exhibit at 
Convention Hal!. W. Glenn Pearce, 
1616 Walnut Sa., Philadelphia 3, secre- 
tary. 

Rehm Hdwe. Co. annua! dealer 
convention and merchandise exhibit, 
Jan. 31-Feb. 1, 1950, at the Sheraton 
Hotel, Chicago. Sponsored by the 
wholesale hardware company which is 
located at Blue Island Ave. and 15th 
St., Chicago 8. 

Sporting Goeds Trade Show, In- 
ternational, Jan. 8-13, 1950, at the Hotel 
New Yorker, New York City. Under 
management of John Hatton, 609 Pick- 
wick Bldg., Kansas City, Mo. 

Sportsmen’s Shows: New England 
Sportsmen’s & Boat Show, Feb. 4-12, 
1950, at Mechanics Bldg., Boston, 
Mass.; National Sportsmen’s & Vaca- 
tion Show, Feb. 18-26, 1950, at Grand 
Central Palace, New York City: Inter- 
national Sports,& Outdoor Exposition, 


March 3-12, 1950, International Amphi- 


theatre, Chicago; Buffalo Sportsmen’s 
& Boat Show, March 17-24, 1950, at 
Memorial Auditorium, Buffalo, N. Y.; 
Detroit Congress Sportsmen’s & Vaca- 
tion Show, March 25-April 2, 1950, at 
Fair Grounds, Detroit, Mich. Shows 
sponsored by Campbell-Fairbanks Ex- 
positions, Inc., 929 Park Square Bldg.., 
Boston 16; 139 E. 57th St., New York 
City 22; 28 E. Jackson Blvd., Chicago 
4; 331 Andrews Bldg., Buffalo 2; 1331 
Majestic Bldg., Detroit 26. 

Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 21-23, 1950, at Long Beach. Con- 
vention headquarters, Wilton Hotel: 
exhibit, Auditorium. A. C. Kammbeier, 
416 W. 8th St., Los Angeles 14, sec- 
retary. 


South Dakota Retail Hardware 


Association, annual convention, March 
7-9, 1950, at Sioux Falls, S. D. Con- 
vention headquarters, Cataract Hotel: 
exhibit, Coliseum. O. R. Baily, 605 
So. Euclid Ave., Sioux Falls, secretary 

Southern Wholesale Hardware 
Assn., 59th annual convention meeting 
jointly with the 98th semi-annual con 
vention of the American Hardware 
Manufacturers Association, Apri! 
2-6, 1950, at the Netherland Plaza 
Hotel, Cincinnati, Ohio. T. W. McAllis- 
ter is managing director of the whole- 
salers’ association with headquarters at 
814 Metcalf Bldg., Orlando, Fla. Arthw 
L. Faubel, 342 Madison Ave., New York 
City 17, is secretary-treasurer of the 
manufacturers group. 

Texas Hardware and Implement 
Assn., annual convention and exhibit, 
Jan. 23-25, 1950, at the Shamrock 
Hotel, Houston, Tex. R. M. Souder, 
814-15 Texas Bank Bldg., Dallas 2, 
is secretary. 

Tennessee Retail Hardware Asso- 
ciation, annual convention, Feb. 20-21, 
1950, at the Hotel Noel, Nashville. 
Morris Jones, P. O. Box 784, Nashvilie 
2, secretary. 

Triple Mill Supply convention, see 
listing under Industrial Supply con- 
vention. 

Tri-State Hardware and Implement 
Association, annual convention and ex- 
hibit, Feb. 13-15, 1950, at Herring Ho- 
tel, Amarillo, Tex. W. D. Shephard, 
Canyon, Tex., secretary. 

Virginia Retail Hardware As 
sociation annual convention; March 
21-23, 1950, at Roanoke. Convention 
headquarters, Hotel Roanoke; exhibit. 
American Legion Auditorium. G. T 
Omohundro, Jr., Scottsville, secretary 

Western Retail Implement and 
Hardware Association, annual conven- 
tion, Jan. 16-20, 1950, at Kansas City, 
Mo. Convention headquarters, Hotel 
President; exhibit, Auditorium. Wil- 
liam J. Shaw, 24 Rialto Bldg., Kansas 
City 6, secretary. 

West Virginia Hardware Associa 
tion, annual convention ahd _ exhibit, 
March 13-15, 1950, at the Greenbrier 
Hotel, White Sulphur Springs, W. Va 
James C. Fielding, 1628 McClung St., 
Charleston 2, W. Va., secretary. 

Wisco annual merchandising schoo) 
and sales show, Jan. 17-19, 1950, at 
Wisco Hardware Co., headquarters, 15 
So. Brearly St., Madison, Wis. Special 
25th anniversary program is planned 

Wisconsin Retail Hardware Asso 
ciation, annual convention, Feb. 7-9, 
1950, at Milwaukee. Convention head- 
quarters, Schroeder Hotel; exhibit, Au- 
ditorium. H. A. Lewis, Stevens Point, 
secretary-treasurer. 
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SCREWS AND BOLTS 
SASH HARDWARE 
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KILGORE’S 


of Polythene—a tough, pliable 


eT VE 


eATONAL Lom COMPANY . 


TRV DWAt RE 


ROCKFORD, ILLINOIS 





" LL) 
FAST-DRAW HOLSTER it’s Keep Myers Parts out in full cus- 
WITH SINGLE SHOT CAP PISTOL | tomer-view—and keep your stock 
Sincsls an sdedl weeern. se fo always ' up at all times. It’s a proved way 
smaller youngsters—Kilgore’s big. to build extra-profitable, year 
handsome “‘fast-draw” holster with buying ’round business. More important, 
the easy-to-operate Buck single it helps you to give the kind of 
shot cap pistol. Holster is molded | season service that holds old customers 
} 


plastic that will wear indefinitely. 
Very colorful—red holsters have 
ivory belts and thongs, ivory hol- 


: 

: 

i 

/  ...and brings in new ones. Genu- 
| ine Myers Parts sell much faster 
from a Myers Display Counter. 
Order both now. 

















sters with red belts and thongs. 

Individually boxed. Retails at 

about $1.75. 12 of each color to a 

case, 

THE KILGORE MANUFACTURING CO. 
WESTERVILLE, OHIO 








THE CASTER THE SUPER CASTER | 





No stock of fishing equipment can 
be considered complete without 
the modern Hurd Caster and Super 
Caster. These items will bring you 
new business— additional sales 
to fishermen who want the finest. 


Available Through Your Local Jobber 








———<—_ 
a wat TO 


NM VERS oe 
M aes” THE F. E. MYERS & BRO. CO. 
Dept. S-47, Ashland, Ohio 


Pat. 0145625. Other Patents Pending The righ fee amive 
specification changes is reserved, without obli 


HURD LOCK AND MANUFACTURING CO. 
DETROIT 2, MICHIGAN 
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SUPERIOR 
FAUCET 
INSERTS 

Stop Faucet Leaks 


Sold by leading jobbers 











STEEL FENCE POSTS 


"“U" flanged posts with self-fastening 
lugs. No Staples Required. 





DEALERS!, if your jobber cannot supply, 
write us. Attractive prices and 
delivery dates. 








Make old faucets / 





better than new 


Manufactured by 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. SUPERIOR VALVE MFG. CO. 


CLEVELAND 15, OHIO 




















A quality line that means PROFITS for YOU! 
Strong . . . dependable . . . well turned handles and window 
poles from quality materials. Call your jobber or write for full 
details on this profitable line. 


The ANCHOR MFG. CO., 210 Water St., Piqua, Ohio 
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Creating Investment Opportunities 


Creates Job Opportunities 
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COMMERCIAL CAR JOURNAL ¢ THE SPECTATOR LIFE INSURANCE IN ACTION 
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Too often, "plans" for maintaining a high level 
of employment turn out to be nothing more than 
the wild schemes of advocates of “let the gov- 


ernment do it." 


What we need is a plan that recognizes these 
facts of economic life: First, it takes a lot of 
money to create an individual job. Second, this 
money must come from persons willing to risk 
their savings in some new or expanding enter- 


prise, in the hope of getting a fair return on their 


investment. 


Senator Joseph C. O'Mahoney, Chairman of the 


Senate-House Economic Committee, went right 


to the heart of the question recently with these 
words: 


wu 


. . . the maintenance of a system of 
free private enterprise depends upon 
the maintenance of an opportunity 
for the investment of private capital.” 


Risk capital is not only the source of new jobs, 
it is also the assurance of expanding opportuni- 
ties for the worker in existing jobs. 


We, at Chilton, feel that Senator O'Mahoney's 
precise statement of this economic truth should 
be used to combat the double-talk of those who 
are trying to destroy our system of enterprise ... 
used to point out the imperative need for pro- 
moting the growth of risk capital. 


CHILTON COMPANY (INC.) 
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Chestnut and 56th Sts. 
Philadelphia 39, Pa. 


100 East 42nd Street 
New York 17, N. Y. 





OURNAL AND REVIEW OF OPTOMETRY ¢ THE JEWELERS’ CIRCULAR-KEYSTONE * AUTOMOTIVE INDUSTRIES * MOTOR AGE 


| © THE SPECTATOR PROPERTY INSURANCE REVIEW © DISTRIBUTION AGE 
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assified Advertising Rates , 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Allow Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 





Set solid, maximum, 50 words....... $5.00 
Each additional word......--. -10 Cuts or special borders not allowed. 
Positions Wanted ‘Fu dececat ter 4 or more meertions 
(Special Rate) set solid, maximum, No Agency Commission allowed on Classified 
BP ME, oie wdidesteckenenee sees $2.00 Advertising. 
Each additional word......... .05 REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


postage for remailing. 


previous to date of publication. | 


Samples of Merchandise, Literature, Catalogs, | 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 


Address your correspondence and replies to 

HARDWARE AGE 
Classified Opportunities Dept. 

100 East 42nd St., New York 17, N. Y. 

















f Help Wanted  —s_| 


[Sales Representatives Wanted | 


|Sales Representatives Wanted | 








Here is an opportunity for a man between 
25 and 35 years old who Is aspiring to a top 
executive position in the wholesale hardware 
field—Must have a good knowledge of tools, 
heavy hardware, electrical; know how to 
merchandise and acquainted with buying pro- 
cedures on a budget basis. Young progres- 
sive Eastern Penna. jobber has an opening 
that offers an unusual opportunity to the 
right man. If you think this fits you, reply 
with full particulars — references — etc., to 
Box N-567, care of Hardware Age, 100 East 
42nd St., New York 17, W. Y. 











AN UNUSUAL 
OPPORTUNITY FOR A 
HARDWARE MERCHANDISE MANAGER 


A WHOLESALE HARDWARE COMPANY IN THE MIDDLE 
WEST REQUIRES THE SERVICES OF A MAN WHO IS 
CAPABLE OF TAKING COMPLETE CHARGE OF THEIR 
BUYING DEPARTMENT. MUST BE EXPERIENCED, /6- 
GRESSIVE, AND HAVE A THOROUGH KNOWLEDGE AF 
HARDWARE AND KINDRED LINES. GIVE COMPLETE 
HISTORY SUCH AS EXPERIENCE, AGE, EDUCATION, 
ETC. IN YOUR REPLY. 


Address Box N-574, care ef HARDWARE AGE 
100 East 420d Street, New York 17, N. Y. 











YOUNG HARDWARE CLERKS 


PREFERABLY UNMARRIED. PREVIOUS 
TRAVELING EXPERIENCE NOT ALTO- 
GETHER NECESSARY. HAVE OPEN- 
INGS FOR MISSIONARY SALESMEN 
CALLING UPON RETAIL HARDWARE 
STORES TO SELL TOOLS. SEND PHOTO- 
GRAPH AND THE MORE COMPLETE DE- 
TAILS ABOUT YOURSELF YOU SUPPLY 
THE MORE LIKELY AN INTERVIEW MAY 
BE ARRANGED AT OUR EXPENSE. 


Address Bex N-549, care of pasewas f= 
100 East 42nd St., New York iv, 














SALESMEN (2) WANTED TO COVER 
OUR ESTABLISHED RETAIL HARDWARE 
ACCOUNTS in Bronx, Westchester and Conn. 
Must be thoroughly experienced and have car. 
Very good proposition to right men. Address 
get ae Co., 176 Franklin St., New York 13, 





NEW YORK HARDWARE JOBBER WITH 
NATIONALLY ADVERTISED LINES has 
Openings for Experienced Salesmen with follow- 
ing in Long Island, Westchester County, and New 
Jersey, and Metropolitan Area. Replies will be 
kept confidential. Address Box N-58¥, care of 
7 ae Ace, 100 East 42nd St., New York 
te, 





SIDELINE SALESMEN CALLING ON RE- 
TAIL HARDWARE STORES. Line of Plumb- 
ing and Heating Specialties. Several choice ter- 
ritories available on an exclusive basis. Give 
territory covered and other lines handled. Ad- 
dress Box N-585, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y¥. 





SIDELINE SALESMEN WANTED ealling 
on retail hardware, sporting goods, and variety 
stores to carry a line of Leather Dog Collars, 
Harnesses, etc. Old established, reputable manu- 
facturer offers protected territory; liberal com- 
mission, Address Box N-584, care of HARDWARE 
Ace, 100 East. 42nd St., New York 17, N. Y. 





WANTED SIDELINE SALESMEN. Lead- 
ing Eastern Sporting Goods Manufacturer has 
Choice Territories pen for Men with retail 
trade following. Baseball Gloves, Baseballs, Soft- 
balls, Fishing Tackle, Golf Balls, Footballs, Bas- 
ketballs, Boxing Gloves. Commission basis. State 
territory covered, experience and lines now sell- 
ing. Address Box N-560, care of HARDWARE AGE, 
100 East 42nd St., New York 17, 








WE WANT YOU 


Choice territories open for our line of New Patent- 
Protected Outdoor Lighting Fixtures sold to hardware, 
electrical, building, garden, gift, and department stere 
trades. This is your opportunity to get in on ground 
floor with a beautiful new exelusive product. Liberal 
commission. Write us covering experience, territorv, 
and other lines. 
Address Box N-576, care ef HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











PAINT SALESMAN WITH FOLLOWING 
AMONG PAINT AND HARDWARE STORES 
to sell a Low Priced but Quality Line of Paints, 
Varnishes and Enamels. Address McNamara 
Paint Co., Inc., 433 Leland St., Detroit, Michi 
gan. 





POCKETKNIVES. WE ARE INTER 
ESTED IN HEARING FROM _ SALES 
REPRESENTATIVES calling on retail hard 
ware and sporting goods trade who can dis 


tribute a Top Quality Line of Pocketknives 
We offer competitive prices and attractive display 
cases designed to establish permanert accounts 
Liberal commission. Write Box N-572, care of 
HaArvware AGE, 100 East 42nd St., New York, 
, ws Be 





WANTED — FACTORY REPRESENTA 
TIVES. KEY BLANK MANUFACTURER 
WANTS DISTRIBUTION thru Hardware, 
Locksmith, and Auto Supply Houses. Liberal 
commission, no objection to non-conflicting side 
lines. All territories open. Write Ace Metal Mfg 
Co., 401 Lancaster Street, Leominster, Mass 





vowee anaes MANUFACTURER 

WER MOWERS AND LAWNSWEEPERS 
bea Several Choice Territories Available. Liberal 
commissions, Exceptional opportunity for experi- 
enced representatives calling on hardware and 
general wholesale trade. Replies handled confi- 
dentially with immediate oonsideration. Outline 
experience, age, territory covered, other lines han- 
dled. Address Box N-534, care of HarpDWAre 
Acz, 100 East 42nd St., New York 17, N. Y 








SALES REPRESENTATIVES 


To sell Sterling Sliding Door Hardware and 
Casement Mardware to Builders’ Hardware 
Dealers and Lumber Yards. Liberal Com- 
missions. Exclusive Territory. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Mlinois 











MANUFACTURER'S REPRESENTATIVE 
FOR PAINT TRADE SALES 


Old established, full-line, paint manufacturer with 
developed business in Northeastern Pennsylvania and 
Central Southern New York offers an unusual oppor- 
tunity in this territory beginning January 10. Plenty 
of sales promotion support. Write fully in eonfidence— 
Address Box N-575, care of HARDWARE AGE 
100 East 42nd Street, New Verk (7, MN. Y. 

















(Sales Representatives Wanted | 





SALESMAN WANTED — Experienced hard- 
ware salesman for wholesale hardware distributor 
to cover Upper Hudson Valley. Prefer man with 
following. State qualifications and_ references. 
Excellent opportunity. Replies confidential. Ad- 
dress P.O. Box 948, Newburgh, N. 
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EXPERIENCED SALESMEN 
WANTED 


oo, en Retall Hardware, Sporting ae Stores 
and Lumber Dealers for large Wholesale Hardware 
House In Middie West. All correspondence strictly 
confidential. —- Naam salesmen sotified regarding 
this advertisem 


Address Box c 540, care of pasewere AGE 
100 East 42nd St.. New York 17, N. 








MANUFACTURERS AGENTS 
WANTED 


CALLING ON WHOLESALE HARDWARE TRADE 10 
HANDLE NEW FAST SELLING NYLON PLASTIC DOOR 
HOLDER. RETAILING FOR $1.00. 


Address Box N-552, care of Rasowane gee 
100 East 42nd St., New York 17, N. 
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DECEMRER 29. 1949 
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[- Chamsihied Opportumitien. Seckion... 








Accounts Wanted 


|[L_ Positions Wanted | 





MICHIGAN REPRESENTATIVE (Except 
Detroit)—to sell Lock Hardware, Builders’ and 
Cabinet Hardware, Key Blanks, Key Machines 
and Locksmith Supplies. Largest and oldest ex- 
clusively wholesale Michigan lock hardware dis 
tributor desires intensive coverage. Exclusive ter- 
ritory; full, liberal commission. State experience; 
full qualifications in own handwriting. Address 
Box N-508, care of Hanpware Acr, 100 East 
42nd St., New York 17, N. Y. 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ *Philadelphia : Detrott 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references 








WANTED, SALES REPRESENTATIVES 
WITH ESTABLISHED FOLLOWING among 
wholesale trade in Hardware, Variety, and De- 
partment Store fields for the East, Middlewest, 
and South, to sell our new product—A Metai 
Flower Holder. Many major businesses on the 
West Coast are already selling the item. Advise 
in full of your territory, present connections, and 
other vital data, Particulars will be forwarded. 
Address Curry Mfg. Co., 4504 E. Washington 
Blvd., Los Angeles 22, Calif. 








| — fxccownts Wanted =| 








ALBERT E. HOEGER WISHES TO AN- 
NOUNCE TO HIS MANY FRIENDS, His 
Establishment of a Manufacturers Agency. Man- | 
ifacturers desiring close representation in St. 


Louis Area on Builders’ or Shelf Hardware-- 
Tools—Roofing and Paint Products—Twines— 
Cordage—Paper, are invited to contact him at 
5114 Rosa Ave., St. Louis 9, Mo 





ESTABLISHED MANUFACTURERS’ REP 
RESENTATIVE contacting Hardware, House- 
vare and Building Material Dealers in Wash- 
ington and Oregon is interested in securing 
Several Additional Lines on an exclusive basis. 
Individual attention given to each account. Trade 
ind bank references. Address R. V. 


11015 S. W. Collina Avenue, Portland 1, Oregon. 





ACCOUNTS WANTED. RESIDENT OF 
BALTIMORE WITH GOOD FOLLOWING 
sovering Baltimore, Washington and all terri- 
tory withim a radius of 75 miles, calling on 
hardware stores, building supply houses, etc., 
desires Specialties or Complete Lines from top 
manufacturers. Address Box N-569. care of 
Harpware Ace. 100 East 42nd St., New York 
ry 





ESTABLISHED MANUFACTURERS REP- 
RESENTATIVE covering Metropolitan 
York, New Jersey, and Philadelphia Area desires 
Additional Line. Calling on jobbers of hard- 
vare, houseware and mill supplies with one line. 
Territory intensively covered. Fully experienced, 
reliable, aggressive. Best of references available. 


Commission basis, protected territory. Address 
Box N-580, care of Harpware Ace, 100 East 
t?nd St.. New York 17, N. Y. 





Vaughan, | 


New | 





SOUTHEASTERN STATES 


Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 


ceCUTCHEN-SIMPSON, INC. 
oz E. 2nd Avenue Miami 38, Florids 











LINES WANTED 


MANUFACTURERS’ REPRESENTATIVE, ealling 
on jobbers and dealers in Northern California of 
eonstruction materials, builders hardware, floor cover- 
ing materials and plumbing supplies, desires to take 
on @ Few More Lines for reliable manufacturers. We 
are an old established firm, aggressive and reliable 
and our experienced salesmen are calling regularly en 
above mentioned accounts. 
—- Box N-573, care of RanowAas f=. 
100 East 42nd Street, New York 17, 








EXPORT 


NEW INTERNATIONAL TRADE OR- 
GANIZATION OFFERS WORLD- 
WIDE DISTRIBUTION TO MANU- 
FACTURERS OF ALL TYPES OF 
HAND TOOLS. 


Address Box N-578, care of nanowaes AGE 
100 East 42nd Street, New York 17, N. Y. 











PENNA.—NEW JERSEY—MARYLAND 


We contact the better dealers and jobbers of 
Hardware and Farm Equipment with a sales 
program to fit your product. High grade spe- 
cialized line wanted. Write— 


SYNCO—COMMERCIAL TRUST BLDG. 


PHILADELPHIA 2, PA. 











MO.-KANS.-IOWA-NEBR. 


ESTABLISHED EXCLUSIVELY IN HARD- 
WARE AND HOUSEWARES. ONE SALESMAN 
AND MYSELF SELLING. WANT TO SELL 
FOR ONE MORE GOOD MANUFACTURER. 


POTENTIAL INCOME EXPECTED, $5,000 
ey 
Address Box N-533, care of HARDWARE AGE 


100 East. 42nd Street, New York 17, N. Y. 
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INTENSIVE CHICAGO REPRESENTA- 
rLON—Aggressive Sales Organization having 
excellent contacts with chains, jobbers, and the | Positions Wanted | 
arger mail order houses seeks Well- Established | 
Hardware, Electrical, or Automotive Line on an | 
a ee ee wo" “— — TWENTY-FIVE YEARS, IN HARDWARE, 
Pegg cg ggg Pome | Hait ~ % HOUSEWARES, PAINT AND MILL SUP 
Reancsnien aaa oi 7 ty ecenat “Chi. | PLIES. Can furnish good reference. Address 
25 Tinoie “ == dais tox N-571, care of Harpware Ace, 100 East 
: t2nd St., New York 17, N. Y. 
POSITION WANTED BY RETAIL HARD 
. | WARE SALESMAN. Am a married man—46 
Attention Hardware Manufacturers || scars of ace, good health and 28 years’ experi 
| ence in Builders and Shelf Hardware Am a 
Established Manufacturers Representative in | steady worker, and would like to contact with a 
Indiana and Michigan calling on Hardware || reliable concern where the position would be per 
Dealers with One tine wants Another Good manent. Do not use liquor in any way. Can fur 
Line. Best references. Financially responsible. | | nish the best of references. Like to keep stock, 
HENRY L MORSE } clean and arranged. Was employed by one firm 
bd | for 15 vears. Address Box N-586, care of Harp- 
3137 Park Ave., indianapolis 5, Indiana | wart Aor, 109 East 42nd St., New York 17 
N.Y 
HARDWARE AGE, DECEMBER 29. 1949 


HARDWARE MAN, EXTENSIVE EXPERI 
ENCE MILL SUPPLY desires Responsible Po 
sition with progressive company Sales Promo 
tion, advertising and reorganizing. Address Box 


N-557, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 

SALES EXECUTIVE—YOUNG MAN, coi 
lege background, neat appearance, firmly estab 
lished with hardware jobbers and Southeastern 
States, available immediately, Write P. O. Box 
2887, Raleigh, N. C 

POSITION WANTED — MANAGERIAI 
POSITION WITH WHOLESALE HARD 
WARE FIRM DESIRED by capable, experi 
enced ex-hardware man. (15 years’ experience.) 
Currently employed (for past 18 years) as an 
executive with major company. Knows selling, 
merchandising and can handle personnel. Wants 


to get back into the hardware field. Can furnish 
best of references. Address replies to Box 

N-522, care of Harpware Ace, 100 East 42nd 
Aa New York 17, N. 


| Basiness Opportunitien | 








IF YOU HAVE AN ARTICLE that is prac 
tical for the general public or the industry, we 
will be glad to consider it for manufacturing 


drawings or a 


and distributing. Send us sam 
4439 W 


ple. Address Martin Staunt Mfg. Co., 
Rice St., Chicago 51, Illinois. 


WANTED TO BUY ESTABLISHED HARD 


WARE STORE. Prefer location in New Jersey 
Penna. or New York but would consider else 
where. Not in a large city. Replies strictly con 
fidential. Will deal only with principals. Addres 
Box N-579, care of Harpwarr Ace, 109 East 
42nd St., New York 17, N. Y 


WANTED—HARDWARE STORE. Location 
Mid-West, South or West. Population 10,000 to 
50,000. Price up to $40,000. State yearly sales 
and various kinds of stock carried. Address 
Box N-583, care of Harnoware Ace, 160 East 
42nd St., New York 17, N. 


NEW YORK MANUFACTURERS AGENCY 


JOBBING of Hardware Specialties Business 
For Sale Established twenty-five years and 
growing faster now than ever. Owner wishes to 
retire Yearly net incomes exceeds ten thousand 
dollars; nucleus of what could be much larger 
business. Price $10,000.00 cash plus inventory 
Address Box N-582, care of Harpware Ace 
100 East 42nd St.. New York 17, N. Y 

FOR SALE—HARDWARE STORE ia Fast 
est Growing Section of S.F. Florida. Established 
5 years. Gross over $100,000.00. Store modern 
clean—will sell at nventory upprox $40 
100.00 plus fixtures—Cash only. Owner retiring 
o grove in Central Florida. Address Box N-577 
care of HARDWARE Acr, 190 East 42nd St., New 
York 17 3 

HERE’S YOUR CHANCE TO RETIRE 
\m looking for Hardware and Industrial Sup 


5,000 to 15,000, 
Within 


ply Store in progressive town 


doing $50,000 to $75,000 yearly gross. 
200 ~miles radius of New York City. Full par 
ticulars first letter. References exchanged. Ad 
lress Box N-570, care of Harpware Ace, 190 
Fast 42nd St., New York 17, N. ¥ 

95 












GLASS 









CUTTERS 2\ 
There are no substitutes for. quality— * a> 
O24 stock and sell genuine RED DEVIL tools. ba. 


Complete Catalog Available 
RED DEVIL TOOLS. Irvington 11,N.J.,U.5.A. 





POINT DRIVER 


GLAZIERS 
POINTS 








Builders’ Hardware 


that includes many of 
the outstanding develop- 


ments in this field... 





LOCKWOOD 
HARDWARE 
MFG. COMPANY 
Fitchburg, Mass. 

























\ BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 





in 
boxes 


M. GRUMBACHER 


NEW YORK 


Send for Descriptive Folder. 


Order from your Jobber 464 WEST 24th STREET NEW YORK 1 
















* MARSHALLTOWN TROWELS « 


MARSHALLTOWN TROWEL COMPANY 


MARSHALLTOWN 














* MARSHALLTOWN, IOWA 













, Biggest Selling 
Cellulose Sponge Mop 
In the World! 


CELLULOSE 
SPONGE _. 









Keep well stocked with the 
fastest selling sponge mop in 
America, the genuine Minute 
Mop that housewives have de- 
manded for years. Now In 3 
profitable models: Standard 
No. 101; Jumbo No. 801, and 
the No. 98 with detachable 
scrub brush and squesyee. y, 19) 1 


Call your jobber today. List Price 
13 E.23 rd.St. 


MINUTE MOP (0. chicaco ecice 


pete! O8 4 iiruny rm 
* Guaranteed by 
Good Housekeeping 
45 aoveansstn WOES 














“ROYAL joint FASTENERS 


— PRE-SOLD VIA NATIONAL ADVERTISING! 


WAYS TO PROFITS 
IN-DEMAND SIZES! 


SEE YOUR JOBBER— OR CONTACT-— 


INDEPENDENT METAL STRAP CO., INC. 
ESTABLISHED 1907 ¢ 232 THIRD ST., BROOKLYN 15, N. Y. 


42 





FOLLOW THE LEADER IN 


Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 


HARDWARE AGE Classified Opportunities Dept. 


“Want Ad" 


ADVERTISING— 


Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 2 


100 East 42nd Street, New York 17, N. Y- 





Before you place r next order 
for PAINT BRUSHES write for our 
New Catalog and Price List. 
Attention Salesmen! Territories Open 


“BRUSHWISE 


CORPORATION 





96 
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6 TIMES AS FAST 





‘ AS HAMMER & TACKS 
There’s no substitute SELLS FASTER 
for the Speed and Service of BECAUSE IT 


WORKS FASTER 


STAPL-ON 


INDUSTRIAL AND OFFICE 
STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 
























GARDNER’S CLEANOUT AUGERS 


Gardner's Cleanout Augers 
furnished in five lengths, 
eight to twenty-five feet- 


complete with adjustable, 
tubular handles. Series 1940, 
plain spring wire — Series 
1950, music wire. The ideal 
Stool for cleaning clogged 
drains and closets. Complete 
information on request. Write 
today! 


GARDNER WIRE Co. 
attractive, 2-color, die-cut, 5039 W. LAKE STREET 
” peccen te display box. hn CHICAGO 44, ILLINOIS 


Each Auger packed individually 











Advertised in the Saturday Evening Post and other papers 


Walley 


All-purpose FAMILY 


FAUCET REPAIR SET 
Sells fast at $2.95 


Send for new O'Malley Catalog Folder 


EDW. O'MALLEY VALVE CO. 
7602 Greenwood Ave. CHICAGO 19 






















Genuine DOMES of SILENCE 
SLIDE SILENTLY — SOFTLY — SMOOTHLY 
0c SET ~~ SAVE _FURNITI SAVE FURNITURE & & 


"50c SET - 15c SET - SET - 15¢ SET - 


S FLOORS-CREATE QUIET 
ap Name ‘Domes of Silence'’ 
TO —__—on_each genvine Glide. 


Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors 
Noiseless. Sizes for metal beds, wood beds, large 
chairs rs_and all furniture. 


Ask your Jobber. If he is not supplicd write to 


DOMES of SILENCE, Inc., 35 Pearl St. N. Y. C. 











ee For 
| HIGHER 
PROFITS 


CONGRESS PULLEYS 


FASTER 
TURNOVER 


® 
GET THIS NEW DISPLAY 


Contains 50 individually boxed pulley-— 
in the popular fast-selling sizes and bores. 
You make higher profits and have faster 
turnover when using this handsome, new 
3-color Counter Assortment with visual in- 
ventory control. Write your jobber for new 
low prices and full information, Also get 
the Congress V-Belt Display Assortment. 


CATALOG ON REQUEST 


CONGRESS °:.:::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 














MECHANICS’ TOOLS and 


HARDWARE SPECIALTIES 


MAKE STEADY PROFITS FOR YOU 


( IT'S NEW... . 


RIGID HAND CULTIVATOR 





WITH 
REINFORCED 
TINES 


A garden hand tool that is designed for 
exceptionally hard wear. A new look, 
with counter sales appeal, is given this 
tool by using ‘Johnson Bronze’ on the 
upper port of the tines 


x 


SPADING FORK 


No. 300—This hand fork is well 
made. The tines are polished about 
halfway. Adjoining part in *‘John- 
son Bronze."’ Polished hardwood 
handle with steel ferrule. Length 
overall, 11 inches. 


AT YOUR JOBBERS 
WRITE FOR GARDEN TOOL FOLDER 


GARDEN TROWEL 


No. 211—The blade and shank are 
made of one piece of forged steel. 
The blade is finely polished. Pol- 
ished hardwood handle. Heavy steel 
ferrule. Size, 6 inches. 














GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N. J. 


Machine Graduated 


Steel and Aluminum Squares 


Try S res 
ee Bevel 


See The Southington 





SO-ARD screws 
Sheet 


Metal Wood 


Southington Hardware Mfg. Co. 


Southington, Conn. 




















A DEALER-DESIGNED DEAL 
(a shat Lummins 
i > PORTABLE TOOLS 


Here's the line that's selling for dealers 
TODAY! Customers like the extra value 
they get for their dollars . . . from 
modern quality construction, to the 
leading features of higher-priced tools. 
Dealers like the broader markets, 
steady turnover, aggressive merchan- 
dising help, greater profits, that 
; Cummins gives ‘em. It's a dealer- 
designed deal that's paying off NOW 
Interested? 


Model 150 '%-inch 
General Utility Drill -$20.95 


CUMMINS PORTABLE TOOLS 
4740 North Ravenswood Avenue 
Chicago 40, Illinois 


Model 200 
Y2-inch Drill—$39.95 


Model 425 Model 607 BalanSaw—$62.50 
Y%-inch Drill—$33.00 ($68.00 with steel case) 


ASK YOUR JOBBER! 





cceeiendinemmennal 
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